





























LATIN AMERICA: It boasts its own bank building boom (See page 13) 


This Month: | 


THE NEW HOUSING PROGRAM by Harry V. Odle 
INTEGRATING WORK FLOW IN BOOKKEEPING by Howard E. LaBarr 


PUBLIC RELATIONS IN DAY-BY-DAY BANKING by Milton Tootle 
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Think how many 





Customers enter this “door” to your bank... 


It pays to greet them with 


THE BEST KNOWN NAME IN PAPER 


Whenever a customer writes a check, he gets a vivid 
impression of your bank. And you can be sure this 
important impression will always be excellent if he 
sees the famous Hammermill surface mark on each 
check he signs. 


Hammermill Safety paper gives checks outstanding 
protection against tampering, too. Its specially sensi- 
tized surface instantly shows up the slightest erasure 
or other alteration. And it has an extra appeal to cus- 
tomers because it’s carefully made to provide a smooth, 
scratch-free writing surface. 

Prestige plus protection! Be sure you’re getting 
these double advantages of Hammermill Safety in the 
checks you supply. Ask your printer or bank lithogra- 
pher to show you samples. 


ERIE, PENNSYLVANIA 
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Bank Report Innovation 
Sirs: Traditionally banks publish in 

their annual reports a statement of con- 

dition as of the last day of the year. 
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| These last-day statements may not al- 
ways be fairly indicative, especially in 
large banks where deposits, loans and 
security holdings may vary by millions 
of dollars from one day to another. 

In our annual report for 1953 we are 
presenting, along with the usual Decem- 
ber 31 statement, a new average state- 
' ment for the entire year. It presents 
the average of every item in the balance 
' sheet for every business day of the year. 
| A similar average statement for 1952 
is included for comparisons. 

We think this innovation will help pro- 
vide a clearer picture of the change from 
year to year and we hope it will eventu- 
ally become a general banking practice. 

ROBERT H. WILSON, Vice-President, 

Girard Trust Corn Exchange Bank, 

Philadelphia 2, Pennsylvania 
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Fort Worth Pony Hitch 
Sirs: The Fort Worth National Bank 
pony hitch was one of the rodeo attrac- 


tions recently at the Southwestern Expo- 
sition and Fat Stock Show in Fort 
Worth. 

The bank hitch, consisting of a red and 
white wagon and eight ponies driven in 
four pairs, was seen by more than 300,000 
rodeo fans during the show. Eight-min- 
ute performances appeared each after- 
noon and evening when the ponies were 
driven at high speeds while going 
through intricate maneuvers that re- 
quired skill and driving perfection. 

At the conclusion of the show the pony 
hitch was taken to three orphanages in 
Forth Worth where the children were 
given rides in the little wagon. 

REED SASS, Vice-President, 

The Fort Worth National Bank, 

Fort Worth 2, Texas 
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Old West Caravan 


Sirs: A couple of years ago the R. F. C. 
granted a loan of $94,000,000 to the San 
Manuel Mining Company for the develop- 
ment of a copper mine some 46 miles 
northeast of Tucson. 

Recently, an Old West caravan pulled 
out of Tucson to carry food and supplies 
to the new mining town of San Manuel. 











Heading the caravan, on horseback, was 
the owner of the first market to open in 
the new community, Rulon Gordon. His 
supplies were in three ore wagons, each 
pulled by two teams of four horses. 

A feature of the caravan was an his- 


The bank’s wagon and ponies were a big rodeo attraction 
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torical, Butterfield stage. Its first stop 
with the caravan, before leaving, was 
in front of our bank where, as the 
picture shows, Mr. Gordon, at left, and 
the writer loaded the money for the new 
market. 

JOHN M. SAKRISON, President, 

Southern Arizona Bank & Trust Co., 

Tucson, Arizona 
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Stock-Yield Calculator 


Sirs: We have prepared a slide rule 
for use in quickly computing the yields 
on common stocks, with particular ref- 
erence, of course, to bank stocks in which 
we specialize. 

This application of the slide rule may 
be of interest to trust and other officers 
in your field. We shall be happy to an- 
swer requests for them. 

HERBERT R. GESELL, Asst. Secretary, 

Kugel, Stone and Company, 

20 Broad Street, 

New York 5, New York 





Read how banks help make corn 
available where, when or how 
it’s wanted. 





“White Rocks” included, the U.S.A. 
stowed away some 3.2 billion bushels 
of corn last year and exported 123 
million of the total crop valued at 
$5 billion. 

On the cob, in the can, ground, 
mashed, popped or crisped into 
breakfast food—home-grown corn has 
four segments of free enterprise to 
thank for its high estate. 

First there’s agriculture, then mer- 
chandising, next manufacturing and 
finally banking. 


Money by the Bushel 


Ever since the steel plow broke 
through enough American soil to 
make corn a major food crop for ani- 


Billion Dollar chicken feed 


mals, poultry and people, bank loans 
have played a part in almost every 
stage of its development. 

For example, bank loans supply 
farmers with ready cash for the ex- 
pensive job of planting, cultivating 
and harvesting. Bank loans provide 
money for merchants to buy up tons 
of corn on a week’s—sometimes a 
day’s—notice. Bank loans help cattle 
feeders, dairymen, hog farmers and 
poultrymen stock corn, and help 
processors and manufacturers con- 
vert, package and distribute the corn 
products that eventually reach your 
table. 


You and Corn 


Now, as to why bankers put so much 
time and effort into corn: 

It’s competitive banking’s job to make 
the community's idle funds available 
wherever and whenever business finds 


opportunities for profitable and construc- 
tive enterprise. 

When this money—the money you 
invest or deposit in your bank—goes 
to work, there are jobs for men and 
women, returns for investors and a 
rich harvest of material advantages 
for Americans everywhere. 

Corn is just one example—a good 
example. It serves to illustrate the 
simple fact that free American enter- 
prise working with competitive bank- 
ing can create and maintain the most 
bountiful society on earth. 

The Chase National Bank, first in 
loans to American industry, is proud 
of banking’s contribution to the prog- 
ress of our country. 


The CHASE National Bank 


OF THE CITY OF NEW YORK 
(Member Federal Deposit Insurance Corporation) 


Burroughs Clearing House 
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TRENDS IN FINANCE 








Stock Plan Response 

Early results of the pay-as-you-go plan 
for buying common stocks listed on the 
New York Stock Exchange have ex- 
ceeded expectations, according to Presi- 
dent G. Keith Funston, who sparked the 
new merchandising approach. 

After three weeks of operation, there 
were reported to be more than 5,000 in- 
stallment buying plans in effect, and 
about 90 per cent of these involved new 
investors. 

Many lukewarm. Despite Mr. Funston’s 
optimistic statement, it is obvious that 
the initial response to the Monthly Invest- 
ment Plan has not been overwhelming. 
Part of this is due to a lack of public 
awareness and understanding of the idea. 
In good measure, however, it also stems 
from opposition or apathy on the part of 
the investment industry itself. 

Thus a 15-city survey of brokers’ of- 
fices by The Wall Street Journal revealed 
a marked coolness toward the plan in 
many instances. Nearly 40 per cent of 
the brokers’ representatives contacted 
had a negative or indifferent attitude, 
and only 30 per cent had any real en- 
thusiasm about M.I.P. Frequently, there 
were attempts to steer the inquiring re- 
porters into mutual funds, on the basis 
that they were safer than investing in 
only one or two stocks under the Ex- 
change plan. 

Expect pick-up. However, Exchange 
officials believe that M.I.P. will gain mo- 
mentum after brokerage houses under- 
stand it more fully, and realize how it 
can make money for them. They expect 
a natural opposition to change will dwin- 
die in time. 

According to an early report from 
Ruddick C. Lawrence, vice-president of 
the Exchange, more than 200 of the Big 
Board’s member firms are already ac- 
tively promoting the plan. A complete 


Kit of merchandising aids 
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HOW MANY SHARES — 
WOULD YOU LIKE TO OWN? 


Start owning them now—through our new 
Monthly Investment Plan for as little monthly as $40 
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You can be an investor | 
for only $40 a month 


(or even every 3 months) 


How? 

Simply by joining the Merrill Lynch “pay-as-you-go” 
plan for buying stocke— the kind of a plan thousands 
of people have been waiting for. 3 

Why? 

Because it’s good to be part owner of some leading 
American business... . 


And that’s your only cost, aside from the regular small 
charge which is made for buying stocks in less than 100 
share lots—that is, 12%4c for shares under $40, 25c 
for those costing $40 or more. 

There are no management fees, no penalty payments, 
no interest or service charges of any kind. 

If you'd like full details on the brand new “pay-as- 
you-go” plan and how to join it, just mail us the coupon 

















stocks for longterm investment. 
jose 
Puone. AP-41 
MERRILL Lynca, Prerce, FENNER & BEANE 


121 W. Or reed So by why res 4 
csc. Bevond National Bank Building wae 
Detroit Office Open Monday Nights 8:30 P. 
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Typical of early promotion on the pay-as-you-go plan 


portfolio of promotional aids has been 
developed by the Exchange, and some 
1,500,000 pieces of literature have al- 
ready been ordered. Between 10 and 20 
per cent of the inquiries are being turned 
into orders. While payments can be made 
quarterly as well as monthly, the latter 
arrangement is proving to be the most 
popular by a 3 to 1 ratio. 

Regional, too, The idea has spread to 
the regional marts. Similar pay-as-you- 
go arrangements are being offered by the 
Midwest Stock Exchange and the Los 
Angeles Stock Exchange. 

Many of the brokerage houses have 
prepared lists of recommended stocks for 
the installment plan. The tendency is to 
discourage any get-rich-quick hopes, to 
present the plan as a systematic savings 
device, and to counsel investment in non- 
speculative “blue chips.” 

Typical questions. Some of the ques- 
tions being raised by the brokers are: 

Will any substantial number of em- 
ployers cooperate by permitting payroll 
deduction plans, to encourage employees 


to acquire stock in their companies? 

Will there be an improvement in the 
percentage of people inquiring who ac- 
tually become customers, thereby reduc- 
ing the selling cost? 

How permanent will the customers be? 
Will they stay with the plan for several 
years, or quit at the first market slump? 

Exchange officials are confident that 
the plan will “snowball,” but they admit 
that it will take hard work to make it 
an unqualified success, and they warn 
that many brokerage houses are not now 
geared to handle the mass number of 
inquiries that M.I.P. may elicit. 
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Bank Deposit Trends 

Total deposits of all U.S. banks (in- 
cluding the mutual savings banks) are 
estimated to have gone over the $200 
billion mark at the 1953 year-end. This 
was an increase of nearly $6 billion over 
the 1952 total. 

However, the rate of gain for the 100 


3 





top-ranking commercial banks slackened 
perceptibly, with an increase of only 
about 0.7 per cent, as against a 4.1 per 
cent upswing in 1952. In the aggregate, 
the first 10 banks actually showed a drop 
in their combined deposits. 

B. of A. widens lead. An exception to 
the tendency for the largest banks to re- 
port little or no deposit gains was Bank 
of America. In retaining the No. 1 posi- 
tion for the eighth consecutive year, the 
California institution widened its lead 
with an increase of nearly $260 million or 
3.5 per cent. The three banks to win 
one-notch position gains among the first 
10 were the First National Bank of Chi- 
cago, No. 5; Continental Illinois National 
Bank, Chicago, No. 6; and Security-First 
National Bank of Los Angeles, No. 9. 

As most inhabitants of the state would 


take calmly for granted, some of the most 
spectacular position gains among the 100 
largest commercial banks were in Texas. 
Now in 32nd place, the First National 
Bank in Dallas jumped 7 notches to re- 
cord the most pronounced change in rank 
among the first 50 banks. The National 
Bank of Commerce, Houston, gained 8 
places to No. 69; City National Bank, 
Houston, advanced 10 places to No. 76. 

Large advances. The biggest gain of 
all among the first 100 was registered by 
the State Bank of Albany (New York), 
which moved from 133rd to 99th. The 
Hartford National Bank and Trust Com- 
pany, Hartford, Connecticut, advanced 
12 places to No. 8; Michigan National 
Bank, Lansing, Michigan, was up 7 
notches to No. 71. 

Gains of 5 places in rank were achieved 





by the Indiana National Bank, Indian- 
apolis, No. 53; the Fifth Third Union 
Trust Company, Cincinnati, No. 75; and 
the Union Bank & Trust Co., Los An- 
geles, No. 98. 

Raised 4 positions were The Detroit 
Bank, No. 23; Republic National Bank of 
Dallas, No. 37; and Manufacturers and 
Traders Trust Company, Buffalo, No. 68. 

Up 3 notches were the National Bank 
of Commerce, Seattle, No. 49, and the 
Ohio National Bank, Columbus, No. 64. 

Other climbs. Two place gains were 
made by the National Bank of Detroit, 
No. 11; Anglo California National Bank, 
San Francisco, No. 22; California Bank, 
Los Angeles, No. 33; First National 
Bank, New York, No. 35; Central Na- 
tional Bank, Cleveland, No. 44; Fidelity 
Union Trust Company, Newark, No. 48; 


There were many shifts in deposit rankings among the 100 largest commercial banks 





Position Deposits—Dec. 31, 1953 Position Deposits—Dec. 31, 1953 
1 Bk. of America NT&SA........ San Francisco....$7,744,200,096 51 Bank of New York................ New York.......... 412,374,526 
2 National City Bank..............New York.......... 5,538,214,433 52 National Shawmut Bank...... Boston................. 407,559,018 
3 Chase Nat'l Bank.................. New York.......... 5,062,087,049 53 Indiana Nat’l Bank.__............ Indianapolis...... 397,504,477 
4 Manufacturers Trust Co....... New York.......... 2,699,398,711 54 Citizens N.T. & Svgs. Bk.....Los Angeles........ 395,190,584 
5 First Nat’l Bank.................... GS CONO....2.cic 2,621,262,097 55 Bk. of California, N.A.__....... San Francisco.... 394,324,687 
6 Continental Ill. N.B.&T. Co.Chicago.............. 2,536,500,395 56 City Nat’l Bk. & Tr. Co....... Chicaso............. 392,237,634 
7 Guaranty Trust Co............... New York.......... 2,520,952,093 57 Pust Nat'l Bank.................... Minneapolis... 388,716,990 
8 Bankers Trust Co................... New York.......... 1,907,575,991 58 Whitney Nat’l Bank.............. New Orleans...... 379,700,974 
9 Security-First Nat’l Bank....Los Angeles........ 1,874,786,479 59 Crocker First Nat’] Bk.........San Francisco.... 369,110,877 

10 Chemical Bank & Trust Co...New York.......... 1,816,211,892 60 Citizens & Southern Nat’l Bk. of Georgia...... 362,390,158 
11 National Bank..................,..... Ppetroit ............... 1,700,406,934 Gi First Nat'l Bank...................: Cincinnati.......... 354,839,635 
12 Hanover Bank....................... New York.......... 1,656,719,012 62 Firat Nat’l Bank................ — ae 347,465,966 
13 Mellon Nat’! Bk. & Tr. Co...Pittsburgh.......... 1,579,777,710 63 Riggs Nat’l Bank..._............ Wash., D.C.._.... 343,903,287 
14 Fiset Nat'l Bank.................... Ioeton................ 1,535,907,798 64 Ohio Nat’l Bank....-_-............. Columbus........ 333,759,713 
1S Uswine Teuit Co....... ccs... New York.......... 1,323,864,572 65 Wachovia Bk. & Tr. Co.......Winston-Salem.. 331,133,374 
16 Bank of the Manhattan Co...New York.......... 1,298,606,987 66 First Nat'l Bank.................... ae. Pewi.............. 330,336,220 
17 Cleveland Trust Co............... Cleveland............ 1,277,645,692 67 Savings Banks Trust Co...._.. New York........... 323,390,800 
18 American Trust Co..............San Francisco.... 1,197,772,363 68 Mfgrs. & Traders Tr. Co....... Puialo..........:..... 322,354,354 
19 Philadelphia Nat’l Bank._....Philadelphia....... 803,515,380 69 Nat’l Bank of Commerce...... Pouston.............. 322,011,064 
20 Corn Exchange Bk. Tr. Co...New York.......... 774,712,761 70 Valley Nat’l Bank.................. Phoenix............... 316,046,510 
21 Penna. Co. for Bnkg. & Tr...Philadelphia......0 740,840,522 71 Michigan Nat’l Bank...._...._.. Lansing, Mich... 314,258,599 
22 Anglo Calif. Nat’l Bk..........San Francisco.... 724,205,139 72 toledo Trust Co................... Toledo, O........... 313,121,405 
23 Detroit Mank...................<....2. ee 717,139,144 73 San Francisco Bank.............San Francisco.... 310,645,521 
24 Seattle-First Nat’l Bank.......Seattle_._............ 710,933,126 74 Bank of the Commonwealth. Detroit___.._._........ 307,292,307 
25 J. P. Morgan & Co. Inc.......New York.......... 687,570,699 75 Fifth Third Union Tr. Co.....Cincinnati.......... 305,516,934 
26 New York Trust Co............... New York.......... 678,684,363 76 Caty Nati Beak................... Houston.............. 301,980,335 
27 Northern Trust Co................ Chicago............... 677,474,800 77 Union Planters Nat’! Bk.__... Memphis....-....... 299,763,571 
28 Harris Trust & Savings Bk...Chicago.............. 672,439,632 78 Amer. Nat’! Bk. & Tr. Co.....Chicago.............. 298,022,521 | 
29 U. G., Watt meek........::....2 Portland, Ore.... 661,810,744 79 Farmers & Merchants N.B...Los Angeles........ 296,088,666 | 
30 National City Bank..............Cleveland __........ 660,116,151 80 Hartford Nat’l Bk. & Tr. Co.Hartford....... 294,521,501 
31 First Wisconsin Nat’l Bk.....Milwaukee.......... 608,733,390 81 Lincoln Rochester Tr. Co.....Rochester_......... 294,179,719 
32 First Nat’l Bank...................- en 601,513,551 $2 Industrial Trust Co.............. Providence.......... 284,765,439 
33. California Bank..................... Los Angeles. ....... 592,135,512 S3 Pust Nat'l Bank.................... Houston.............. 283,821,772 
34 First Nat’] Bank.................... Portland, Ore... 589,047,433 64 Piret Natl Bank................... Baltimore..._........ 277,587,406 
35 First Nat’l Bank.................... New York.......... 579,882,884 SS Piret Nat'l Bank................... Birmingham... 276,152,554 
36 Manufacturers Nat’l Bk.......Detroit.___............ 578,755,417 86 Mercantile Nat’l Bank.......... eee 275,829,286 
37 Republic Nat’l Bank....._........ roe 576,576,231 S7 First Nat! Bank................. Kansas City.__... 271,217,366 
38 Mercantile Trust Co.............St. Louis_............ 574,486,078 88 Second Nat’! Bank................ Houston.............. 270,144,036 
39 Marine Tr. Co. of W. N.Y.....Buffalo................ 572,340,713 89 Rhode Island Hosp. Tr. Co...Providence..._...... 263,874,497 
40 Girard Trust Corn Ex. Bk...Philadelphia... 559,753,330 90 First Nat’l Bk. & Tr. Co....... ae 257,775,482 
Ai First Matt Benk................... St. Louis............ 544,237,778 91 Fort Worth Nat’! Bank.......... Fort Worth........ 248,794,102 
42 Peoples First N.B.&T.Co.....Pittsburgh.......... 494,013,888 92 National Bank of Tulsa........ Tulsa, Okla........ 248,071,948 
43 Public Nat’l Bk. & Tr. Co...New York........... 490,903,236 93 Fidelity-Phila. Trust Co...__.. Philadelphia ___... 244,026,548 
44 Central Nat’] Bank................ Cleveland............. 489,148,070 94 Central Trust Co....:.............: Cincinnati..........0 241,066,079 
45 Wells Fargo B.&U.T. Co......San Francisco.... 474,758,301 95 First Nat’l Bk. & Tr. Co....... Oklahoma City.. 235,311,138 
46 Marine Midland Trust Co.....New York........... 458,719,376 96 Nat’l Newark & Essex Bk. Co.Newark................ 232,482,329 
47 Commerce Trust Co...._......... Kansas City___... 441,451,745 97 County Trust Co................ White Plains...... 229,437,624 
48 Fidelity Union Trust Co....... Newark................ 429,989,521 98 Union Bank & Trust Co....... Los Angeles........ 224,640,191 
49 Nat’l Bk. of Commerce........Seattle................ 426,333,187 99 State Bank of Albany............ New York.......... 223,211,069 
50 Northwestern Nat’! Bk......... Minneapolis._..0no 423,274,091 100 Citizens Fidelity B. & T. Co.Louisville___......... 219,580,553 
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As a primary dealer in U. S. Gov- 
ernment bonds, notes, certificates, 
and discount bills, we maintain an 
inventory of these securities in our 


Trading Department. 


This means that your orders 
placed with us are executed with- 
out delay — no red tape or outside 
telephone calls. Immediate confir- 
mation of orders can mean an 


important saving for your bank. 


Mareh, 1954. 


1.. YES, ART, WE BUY AND SELL OUR 
GOVERNMENT BONDS THROUGH BANKERS TRUST 

IN NEW YORK. BECAUSE THEYRE A 
PRIMARY DEALER ALL PRICES ARE (EX 
NET. AND THEIR OVER-ALL ADVICE 

ON OUR ACCOUNT HAS BEEN 

VERY HELPFUL...“ 








Moreover, this service is rendered 
to our customers at the lowest pos- 


sible cost—all prices are net. 


We are glad to work with you on 
your bond account, advise you on 
the arrangement of maturities, and 
suggest switches from one issue to 
another as market movements pro- 


vide favorable opportunities. 
In addition, our Bond Depart- 


ment is a leading dealer in State 


and municipal issues. We are pre- 


BOND DEPARTMENT 


BANKERS TRUST COMPANY 


NEW YORK 



















When you buy Governments from Bankers Trust—you deal direct 


pared to answer your questions 
regarding this segment of your 


portfolio. 


For full information on how this 
service can benefit your bank, write 
Bond Department, Bankers Trust 
Company, 16 Wall Street, New 
York 15, N. Y. Telephone REctor 
2-8900 when we can be of assis- 
tance. Our teletype numbers are 
NY 1-3333 for Governments and 
NY 1-850 for State and Municipals, 


Member Federal Deposit Insurance Corporation 





First National Bank, Cincinnati, No. 61; 
Bank of the Commonwealth, Detroit, No. 
74; Union Planters National Bank, Mem- 


phis, No. 77; Fort Worth (Texas) Na-. 


tional Bank, No. 91; Central Trust Com- 
pany, Cincinnati, No. 94; County Trust 
Co., White Plains, New York, No. 97. 
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Bank-Insurance Cooperation 

Unusual examples of the degree to 
which some banks and trust companies 
go to win friends among the insurance 
fraternity is seen in the recent establish- 
ment of a scholarship fund and coopera- 
tion in a brokers’ forum by a Phila- 
delphia bank, and in the direct mail “pro- 


motional” releases of two other banks. 

Scholarship, brokers’ forum. The first 
annual award of the chartered life un- 
derwriters scholarship offered by the Fi- 
delity-Philadelphia Trust Company re- 
cently went to Thomas F. Hills of John 
Hancock Mutual Life Insurance Com- 
pany. The scholarship provides for four 
years of study at the Wharton School of 
the University of Pennsylvania, and is 
given each year to an underwriter in the 
Greater Philadelphia area who has 
proved outstanding and has displayed 
exceptional future potential. 

More recently, a broker-forum, de- 
signed to explore the various fields of in- 
surance planning and selling which here- 
tofore have been neglected or unknown, 
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Railroad Equipment 
Certificates 


"These prime obligations of American railroads, 
with their eight-decade record of performance, 
occupy a place of distinction second to none 
among privately issued investments. Their 
protective features, serial maturities and funda- 
mental soundness are recognized by banks, 
insurance companies, trusteeships, pension funds 
and institutions —they have a strong appeal for 
all conservative investors. Especially do they 
merit the attention of those who require high 
grade obligations of short or medium maturity. 

€@ Our latest offering list includes several 
desirable equipments at attractive yields. Send 
for it without cost or obligation. 


HALSEY, STUART & CO. INne. 


123 SOUTH LA SALLE STREET, CHICAGO 90 + 35 WALL STREET, NEW YORK § 
| AND OTHER PRINCIPAL CITIES 
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was conducted by Gordon S. Miller, gen- 
eral agent of the Massachusetts Mutual 
Life Insurance Company, Philadelphia, 
with the cooperation of Fidelity-Philadel- 
phia Trust. Chester O. Fisher, vice-pres- 
ident, Massachusetts Mutual, presided at 
the two-day forum which attracted more 
than 100 agents from the Greater Phil- 
adelphia area. Howard C. Petersen, pres- 
ident, Fidelity-Philadelphia welcomed 
the agents. The forum brought into sharp 
focus the many avenues open for mutual 
cooperation between agents and bankers 
in the discovery and development of new 
business. Many potential sales sources 
were pointed out by Frederick G. Rogers, 
assistant secretary, Fidelity-Philadelphia 
in his talk on “Insurance Sales Through 
Estate Planning.” 

Life insurance folder. A small 8-page 
folder entitled “Why are we interested 
in your life insurance” was recently dis- 
tributed to its customers by the Republic 
National Bank of Dallas, Texas. The 
folder shows how life insurance can be 
made to pay off the mortgage on a home, 
provide an education for the children, 
protect against business loss, protect in- 
vestments, and assure an accumulated 
reserve for dependents. So much notice 
was given the folder throughout the 
southwest that the bank had to reprint 
the folder. 

Hazard insurance bulletin. The Dime 
Savings Bank of Brooklyn, New York, 
which holds mortgages on more than 
66,000 homes in and around New York 
City, recently circulated a bulletin en- 
titled, ‘An important message concerning 
insurance on your property.” The bulle- 
tin reminded home owners that unless 
they had increased the amount of fire and 
other hazard insurance on their property 
in the past three years, it was doubtful 
that they were adequately protected. It 
pointed out that it costs at least 15 per 
cent more to replace a structure today 
than it did in 1950. The bulletin also gave 
information concerning insurance on 
home additions and garages, extended 
coverage, long-term insurance, the dif- 
ference between the amount required by 
the bank and that necessary to fully pro- 
tect the home owner, the necessity of 
having certificates of insurance, and the 
advisability of consulting a broker or 
agent concerning types and amounts of 
additional insurance needed. 


e + * 


Out of the Ordinary 


Every year, a scattering of banks 
come up with some novel ideas that lift 
their annual reports out of the ranks of 
the ordinary. 

Probably the report that gained widest 
publicity throughout the entire country 
was a statement of condition issued by 
the First State Bank of Picher, Okla- 
homa. It was a simple little all-type af- 
fair, minus any elaborate ‘graphs or 
human-interest pictures. But, as the ac- 
companying reproduction reveals, Pres- 
ident Ralph Chambers really threw 
overboard traditional bank dignity in 
presenting the bank’s balance sheet. 

Plenty of comment. In banking since 
1915, Mr. Chambers explained that he’d 
grown “a little tired of the rut we bank- 
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"STATEMENT OF CONDITION 


December 31, 1953 ~ 


OWNED 

Cash, here and there..... $ 27,587.50 
Municipal I.0.U.’s...... 124,853.68 
Theo's T0046. 6 65 cess 765,078.76 
X-Ready money....... 1,167,519.94 

Loans (What are we 
offered?)......-.--++ 134,827.67 
Overdrafts (Whodunit?). 16.03 
"Total assets. .......+-- $1,302,363.64 

OWED 


Deposits doing time $ — 79,193.95 
Deposits, loose as a goose 1,070,016.89 


Total deposits........ 1,149,210.84 
Semi-annual pot split.... 5,000.00 
Original pot............ 25,000.00 
Forced G008, 5. ..<...--.. 25,000.00 
Accumulation and reserves 

for sour notes....... 98,152.80 

She balances.........+.$1,302,363.64 


X-Do you know of another bank with 
more ready money than total deposits? 
(Anyway, we can now sass the exam- 
iners. )”’ 


FIRST STATE BANK 
PICHER, OKLAHOMA 


Departure from tradition 


ers get in.” In distributing the report to 
stockholders and banking authorities, he 
noted that it was a “statement fixed so 
even you could understand it.” 

The report evoked a lot of comment, 
Mr. Chambers admitted. One was from 
the state’s chief bank examiner, who 
noted the parenthetical footnote at the 
bottom of the report, and wrote: “I’m 
coming up there and see if you can sass 
me.” 

Here and there, humor poked through 
other bank reports. 
Enlivening the pages 
of the annual broch- 
ure produced by the 
Union Trust Com- 
pany of Springfield, 
Massachusetts, were 
pen-and-ink sketches 
such as the accom- 
panying example, to 
give light - hearted 
emphasis to some (We make Home 
of the bank’s serv- Improvement Loans) 
ices, 

Unique format. The Mitchell (South 
Dakota) National Bank cast its report in 
the format of Readers Digest, as shown 
on page 8. It told the story of the bank’s 
operations and results in a highly read- 
able manner, and cited specific examples 
of how the institution helped personal 
dreams to come true in 1953. 

Strangely enough, few banks use dis- 
nlay devices to publicize their annual 
igures. As an exception, The Boatmen’s 
‘ational Bank of St. Louis, Missouri, dis- 
‘ayed large photostatic copies of its 

ear-end statement in two of its windows. 
‘he photostats were placed on a back- 

round of pegboard, creating a three- 
mensional effect. They can be removed 

‘sily and the pegboard used again for 

uture statements. 

A look ahead. Gleaned from the an- 
nual report of The South Carolina Na- 





March, 1954. 





NOW WE CAN 
GIVE COMMERCIAL BANKS 





AT REDUCED RATES! 


Yow you can have excess Blanket Bond protection (above a 

new table of underlying amounts, based on total deposits) 

in any amount you select—at considerably lower rates! And 

if you wish, you can limit the increase to employee dishonesty 

only. Furthermore, this extra amount can be made to apply 

to prior losses you may subsequently discover, regardless of when 

they occurred . .. something we have never before offered bankers! 
All this makes it easy to fit a protective program 

exactly to your bank’s needs. 


a 
Urs(rauce: Suppose you want to increase 


your underlying blanket bond protection from, let’s say, 
$200,000 to $400,000 and then you want to have excess 
protection against employee dishonesty of $350,000 
more. You can do this under our new plan! 
Previously, to get more blanket protection against 
employee dishonesty, you had to increase all your other 
protection by an equal amount. 


Improve your bank’s protection by taking advantage of our 
new plan! Our Bank Specialists will be glad to help. 


Call our nearest agent*, today! 
*Qur Agency & Production Department will quickly supply his name. 





srilso— Banks can be protected by our VALUABLE Papers Poticy 
against loss caused by the destruction of any of their valuable 
papers and records. 

Cost is surprisingly low—rate discounts are allowed for certain 
fire-resistant vaults, safes or cabinets. 


AMERICAN SURETY 


COMPANY 100 Broadway * New York 5,N.Y. 


FIDELITY * SURETY * CASUALTY * INLAND MARINE * ACCOUNTANTS LIABILITY 
AVIATION INSURANCE THROUGH U. S. AIRCRAFT INSURANCE GROUP 
OF WHICH WE ARE MEMBERS 














DETROIT EDISON 


Looks Ahead/ 


Our Annual Report to Stockholders for 1953 
covers an eventful year in the Company’s 
history . . . a year highlighted by planning 
and building to keep well ahead of steadily 
increasing electric power use in South- 
eastern Michigan. 


In 1953, we started up two turbine-gen- 
erators at our new St. Clair Power Plant, 
adding 300,000 kw of power supply and 
broke ground for our sixth major 
power plant, River Rouge, where the 
world’s largest steam turbine-gener- 
ators will be installed. 


We also completed two international 
transmission lines to Canada for in- 
terchange of electric power with 
Ontario Hydro; we moved forward 
with atomic energy research to 
be ready for the time when 
this great new power re- 
source can be utilized by 
the electric industry. 


To LEARN MORE, send for 
this report. Write our Treas- 
urer, 2000 Second Avenue, 
Detroit 26, Michigan. 





















THE DETROIT EDISON COMPANY 





68TH YEAR OF ELECTRIC SERVICE 


THE 


DETROIT AREA 











FEATURES OF FINANCIAL INTEREST 
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AUSTRALIA AND NEW ZEALAND BANK 


LIMITED 


in which are merged 


BANK OF AUSTRALASIA 
(Established 1835) 





UNION BANK OF AUSTRALIA LTD. 


(Established 1837) 


a 
ABRIDGED STATEMENT OF ASSETS AND LIABILITIES 


(Expressed in Australian Currency) 


30th SEPTEMBER, 


1953 





ASSETS 


Coin, Bullion, Notes and Cash at Bankers .. .. ° ee 
Money at call and short notice .. .. «2 «se cf ee 
Treasury Bills — Australian Government .. ee 
Cheques of, and Balances with, and due fren. ghee Banks +o 
Special Account with Conmenweatth Bank of Australia ee 
Investments at or under Market Value .. .. «2 «ee ee 
Bills Receivable and Remittances in Transit .. ° 
Loans and Advances fo Customers and other Aenea 
Liability of Customers for Acceptances .. 


Bank 


Premises and other Fixed Assets .. . ee 
Liability of Customers and others on Confirmed Credits, Guarentess, 


LIABILITIES 
Capital, paid up aie 
Reserve Fund and Profit ond Lene Remnant Solence ~ we 
Current, Deposit and other Accounts .. .. «2 «8 «e 


Acceptances for Customers 
Confirmed Credits, Guarantees, ote. 


on behalf of Customers 


£A 

44,649,606 
3,200,250 
12,986,082 
6,348,149 
44,683,000 
21,579,468 
49,962,160 
174,291,155 
2,506,744 
4,064,431 
26,815,739 


* 
“ewe 
- 

e 





_£A 391,286,784 





£A 
10,667,500 
8,994,117 
342,302,684 
2,506,744 
26,815,739 





£A 391,286,784 


GENERAL MANAGER'S — FOR AUSTRALIA, NEW ZEALAND, FIJI & PAPUA: 


394-396 Collins Street, Melbourne. 
196 Featherston Street, Wellington. 
71 Cornhill, London, E.C.3. 


PRINCIPAL OFFICE IN NEW ZEALAND : 
HEAD OFFICE : 


Over 760 Branches and Agencies throughout Australia and New Zealand, in Fiji, in Papua and in 


ondon, 











Highly readable format 


tional Bank was an unusually interesting 
glimpse at what elimination of the ex- 
cess profits tax will mean to some of the 
financial institutions this year. B. M. 
Edwards, board chairman, and John A. 
Campbell, Jr., president, noted that on 
one of the early days of 1954 undivided 
profits of the bank were increased by 
$220,000, and they commented: “That 
this amount of income was not received 
during 1953 saved for the shareholders 
$66,000 which otherwise would have been 
paid as excess profits tax.” 
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Export Finaneing Tips 

A need for improved methods of fi- 
nancing export trade, particularly with 
Latin America, is stressed by James L. 
Sharp, assistant vice-president in charge 
of the foreign department of the First 
National Bank in St. Louis. He believes 
the greatest risk is that of falling into a 
mechanical formula in granting foreign 
credits. 

Letters of credit. Terming the letter 
of credit one of the safest forms of ex- 
port financing, Mr. Sharp explains that it 
is not used more extensively because buy- 
ers in some areas have never made a 
general practice of opening letters of 
credit. He said this is particularly true 
of Latin American countries. 

“In most of the Latin American coun- 
tries,’ Mr. Sharp adds, “money is scarce 
and high interest rates, ranging up to 15 
per cent, prevail. In many cases, the 
buyer in Latin America is required by 
his bank to immediately put up the equiv- 
alent of the letter of credit in his own 
currency. He thus loses the interest he 
might have earned had he employed these 
funds locally.” 

Another factor discouraging the use of 
letters of credit by Latin American coun- 
tries, said Sharp, is the fact that issu- 
ance of a letter of credit is expensive in 
many cases. He added that this methoc 
may be further complicated by foreign 
exchange and import restrictions. 
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; Sight drafts. Generally, according to n : 
Mr. Sharp, buyers will prefer shipments 
on a sight draft basis. “In that event,” 
he advises, “the seller is justified in in- 
cluding in the price of his goods the in- 
terest for the time the bill may be out- 
standing.” 
Mr. Sharp points to loss of the seller’s 
title to the goods as one of the dangers of 
: the sight draft method of financing sales 
to importers in Latin American coun- T S Oo 
&. Oo serve you 
“Certain Latin American countries,” ; 
he explains, “will not receive an applica- 
tion for dollar exchange from the buyer 
or provide that dollar exchange until the 
} merchandise is actually cleared through as er OU i 
customs.” 
Time drafts. “Time drafts should not 
be dispatched to Latin American coun- 
tries with instructions to deliver docu- in 
ments to drawees against payment,” Mr. 
Sharp warns, “as that involves storing sen ! S O 
the merchandise until the accepted draft 
matures. So far as we can determine 
through experience, none of the Latin . il 
American banks is willing to assume the 
responsibility of storing goods pending air mdi 
maturity of the accepted draft, and, in 
s fact, such procedure is not in accord with 
a existing custom.” 
“4 Open account sales. Turning to open 
4 . account sales, Mr. Sharp says the main 
fa objection to this method of financing for- : P . 
- eign trade is the Direct air mail sendings to our own corre- 
y a absence of a tan- ff spondents in all principal cities of the U.S. A. 
at gible obligation. ; "wi . 
d He explains that make our service the speediest possible. In 
“ dishonoring of a > ‘ ° 
“ draft by a foreign fact, we’re one of the largest users of air mail 
buyer becomes a ° 
ntry. 
yi matter of record in the country 
} with the credit de- 
pertenenh. 0s Sain Other valuable services our correspondents en- 
the American and ; ; 
foreign bank in- joy are 24-hour-a-day transit operations and 
fi- volved. Also, the ‘ i . 
th disheneved deat access to one of Philadelphia’s largest credit 
= “se y tipi .: oe files. At your disposal, too, are the facilities 
rst However, when a of our Real Estate, Trust and Foreign Depart- 
res buyer delays payment on an open account . : . 
ya transaction, the delay becomes a matter ments. And you ll appreciate the efficiency of 
gn of record only between the buyer and the our securities transactions. 
seller, and the legal procedure becomes 
ter greatly complicated. 
- According to Mr. Sharp, the open ac- We'll give you other advantageous reasons for 
+ count method does not prevail generally, Magers : a . 
1y- but is used by some American exporters joining our correspondent family if you get in 
| a in dealing with old, established buyers in . with 
of J a few of the European countries and touch with us. 
rue also in the Caribbean area, especially 
in Cuba. 
n- 
ms cs 6 The Pennsylvania Company 
5 Credit “Bible” Revised for Banking and Trusts 
sod A completely revised edition of an old Founded 1812 
a tavorite, “The Credit Department, a . ‘ladelohi _—* 
“ Draining ent tax ton Met Tne ON 24 offices, Philadelphia and suburbs 
ae heer,” is now available from the Robert 
Morris Associates. . 
eal Originally reviewed in the December, Serving more people more ways than any other Philadelphia bank 
ia 1946, issue of Burroughs Clearing House, 
- oe explanation of the work of 
. pan j i istribu- ; 
»In » tion credit men has had wide distribu Member Federal Reserve System . Federal Deposit Insurance Corporation 
hoc ’ . ‘ 
ion , Now a considerable portion of the text 
has been rewritten, including entire chap- 
ters in some instances. New forms have 
use 
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“The Royal 
has a 
special department 
to help 

, American 
Businessmen’’ 


The Royal Bank, Canada’s largest, can and will be 

glad to provide you with any information 

you may require in connection with Canadian labor, taxes, 
transportation, power...everything from choosing 

a plant site to arranging sales representation. 

Please contact our Business Development Dept., 

at the Bank’s Head Office in Montreal. 


Over 790 Branches in Canada, the West Indies, Central and South America, 
New York, London and Paris. 

















HEAD OFFICE MONTREAL — T et E 
. 


ROYAL BANK 
OF CANADA 


Canada’s Largest Bank 
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New York Agency— 
68 William Street, New York 5, N. Y. 


Total assets exceed $2,800,000,000 

















been included and charts brought up to 
date. The appendix now contains a com- 
plete bibliography of book titles, periodi- 
cals and other reference works for the 
bank credit department or bank library. 
The final stroke was to dress up this 
fine publication with a hard cover. 
More than ever, it can serve as a “right 
hand man” to bank credit men and loan 
officers. The price is only $1.50 a copy, 
and this bargain is obtainable from the 
Associates’ headquarters office, 1417 San- 
som Street, Philadelphia 2, Pennsylvania. 
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Trust Investment Trend 


A tabulation of investments adminis- 
tered by trust departments of more than 
3,000 banks and trust companies in the 
United States discloses that the trend to 
institutional investment in corporate 
stocks is a major feature in today’s cap- 
ital markets. Trust assets of these fidu- 
ciaries now total more than $70 billion, 
according to a compilation just completed 
by Trusts and Estates magazine. 

In contrast to trust fund investment 
of some years ago when the majority of 
assets were in United States government, 
railroad and public utility bonds and 
mortgages, the present estimated compo- 
sition of trust portfolios is as follows: 
government bonds, 25.9 per cent; corpo- 
rate bonds, 15.7 per cent; preferred 
stocks, 12.4 per cent; common stocks, 
44.7 per cent; all others, 1.3 per cent. 


* ° e 


Capital Opportunity 


Steps that have been taken recently to 
eliminate the two main obstacles to for- 
eign investment in Cuba are cited in a 
new booklet available from Banco Na- 
cional de Cuba, Havana. 

One of the barriers has been the 2 per 
cent tax on exportation of outside funds 
that have been invested in Cuba. The 


Some barriers lowered 








REPORT ON 
INVESTMENTS 
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bank explains that legislation recently 
passed grants total exemption of the tax 
on foreign funds invested in productive 
enterprises in Cuba. 

Action has also been taken, says Banco 
Nacional, to correct labor maladjust- 
ments through legislative modifications 
and conferences with labor leaders. 

In addition, the booklet describes 10 
tax exemptions now being offered to new 
industries in Cuba, as a result of recent 
legislation. 
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Big Transaction 


The First National Bank of Portland 
has become the largest bank in the Pacific 
Northwest by acquiring the banking 





GRADUATE SCHOOL 


The Credit Research Foundation 


ot Seomberd University ily 447, WS4 
Cartmouth College August) 14, 154 





Applications to attend the 1954 ses- 
sions are now being accepted. Full de- 
tails can be obtained from Carl D. Smith, 
executive director of the school. He is 
located at 229 Fourth Avenue, New York 
3, New York. 
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Industrial Development 


A broad program to benefit nearby 
towns in obtaining new industries, and 
to benefit firms in acquiring new locations 
is underway at the Mercantile National 
Bank at Dallas, Texas. 

The bank’s correspondents are being 
surveyed, via a brief questionnaire, for 
basic information on their communities. 





a i ! ervey. In addition to the correspondents’ re- 

e business and assuming the deposit liabili- ports, Mercantile is accepting any infor- 

O ties of its 15 affiliated banks scattered mation prepared by local chambers of 

e throughout Oregon. commerce or other groups. When assem- 

= The acquisition involves total resources bled, the material will be made available 

- — ic gg : — a to firms looking for new locations. 

" anking transaction the largest in the J ‘ ‘ 

d state’s history. First National now has For financial executives wun aie dene te ee eee 
total deposits, on the basis of December many towns not included in the survey 

t 31 figures, of $718,491,450. This would Designed for mature and experienced have voluntarily forwarded information 

f rank it the 23rd largest bank in the coun- executives, the course consists of two- upon learning of the program. If results 

Ly try. week sessions each summer for three justify it, the scope of the survey will be 

d summers. The school is now in its eighth enlarged. 

a ? ° © consecutive year, and identical sessions Clearing house. Although the bank’s 

: - will be held at Stanford University in industrial development department, head- 

- School of Credit California on July 4-17 and at Dartmouth ed by Vice-President Clyde V. Wallis, has 

d Recognized as one of the best educa- College in New Hampshire from August assisted industrial firms in obtaining new 

3 tional projects of its kind is the Graduate 1 to 14. branch and plant sites for many years, 
Schcol of Credit and Financial Manage- Along with leading business firms, the ‘current activity marks the bank’s 
ment, sponsored by the National Associa- quite a number of banks are participat- first organized effort to operate as a 
tion of Credit Men. ing in the educational program. clearing house for such information. 

“ Now Commercial Bankers can get 

a 
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EXCESS BLANKET BOND CATASTROPHE PROTECTION 

ls 
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WITH NEW COVERAGE FEATURES... 


at reduced, low rates! 


Indemnity’s new excess Blanket Bond 
insurance gives you catastrophe protection above 
a specified amount, based on total deposits, at a 
substantial reduction in cost. The retroactive fea- 
ture of this excess coverage makes it applicable 
to discovered losses, regardless of when they may 


have occurred. 


dishonesty only. 


Another advantage of this new coverage is that 
you are able to buy excess protection on employee 


Ask your Indemnity Company Agent for de- 
tails on this new money-saving Blanket coverage, 
and how easily it can be fitted into your existing 


protection program. 


INDEMNITY INSURANCE COMPANY OF 


NORTH AMERICA 


One of the North America Companies which are headed 
by Insurance Company of North America, founded 1792 


PROTECT WHAT YOU HAVE©@ 








Philadelphia 1, Pa. 
ise March, 1954 ll si 
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— TRAVELERS 
CHECKS 















Great for going places... 


for your customers... for you! 


Every advertisement in our national campaign suggests that readers carry 
National City Bank Travelers Checks for safe, spendable funds. And it tells 


them to buy them at their bank. 


So whether your customers are headed for the Gold Coast, or just taking a 
short jaunt a few miles from home, sell them these checks which are so much 
safer to carry than cash. Issued in $10, $20, $50 and $100 denominations; ' 


fully refunded if lost or stolen. 


You'll be going places, too—your earnings will increase, because you get the 


entire selling commission on the checks you sell, 75¢ on each $100 purchased. 


THE NATIONAL CITY BANK OF NEW YORK 
First tn World-Wide Banking 


55 Wall Street, New York 15, N.Y. 
Member Federal Deposit Insurance Corporation r 
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BANKING NEWS 








The Bank Building Boom 
Hits Latin-America 


One of the truly outstanding features 
of world banking in recent years has 
been the emphasis on improved quarters. 
The bank building boom in the United 
States is widely recognized, but not so 
well publicized are its counterparts in 
other sectors of the globe. 

Some of the most modern and spectac- 
ular building designs in the world are 
to be found in the Latin-American coun- 
tries, for example. As one _ business 
journal has noted, architecture is one 
field where the Latins “don’t spare the 
pesos.” And in the vanguard of this 
south-of-the-border construction parade 
are the buildings of banks. 

$20 million program. Part of the im- 
petus for this has its U. S. origin, how- 
ever. For many of the outstanding Latin- 
American bank projects now under way, 
or on the drawing boards, are the brain- 
children of Bank Building and Equip- 
ment Corporation of America, St. Louis, 
Missouri. It is busy on some 15 such 
projects involving $20 million, with the 
largest being a $3 million building for 
Banco Central del Ecuador, Quito, Ecua- 
dor. 

These are being handled through a 
subsidiary, Bank Building and Equip- 
ment Corporation International, organ- 
ized last year. 





COVER PICTURE 


Typifying the Latin American prefer- 

ence for highly advanced architec- 

tural styling is the exterior design 

prepared for the Banco Pedroso, 
Havana, Cuba 





Expanded staff. To satisfy Latin- 
American preference for ultra-modern 
design, Bank Building has expanded its 
staff with futuristic-minded architects. 
One of the ablest is a Peruvian who de- 
signed the spectacular bank structure 
sketched at left below. Less futuristic, but 
still in the ultra-modern category, is the 
exterior design (right) of Banco Atlan- 
tida, in Tegucigalpa, capital of Honduras. 

Large scale. These sketches bear out 
the reported tendency of Latin Americans 
to lavish more money per unit on their 
banks. President Gander expects to 
double there his firm’s U. S. average of 
$170,000-per-job. The $3 million Quito 
project, said to have resulted from the 
recommendation of a New York banker, 
will bring Bank Building $240,000 in 
architectural fees. 

However, it took nearly two years to 
get final plans started on the Quito job. 
Patience, says Mr. Gander, is the main 
prerequisite in doing business south-of- 
the-border. 
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Mareh of Fringe Beneiits 


The banks in the country continue to 
lead the way in fringe benefits by now 
offering improved group life insurance 
and group retirement plans for the em- 
ployees of correspondent banks as well 
as their own staff members. At the ex- 
treme end of the scale of liberal fringe 
benefits, a bank in Hawaii has a three- 
month vacation plan for employees hav- 
ing five years of service. Following are 
some of the newer developments in em- 
ployee benefits. 

Correspondent insurance, retirement, 
The Manufacturers Trust Company, New 
York City, recently offered to the more 
than 500 banks located in 37 states which 


participate in its correspondent bank 
group life insurance program an im- 
proved plan under which the benefits to 
the employees may be doubled. 

Formerly, the insurance coverage was 
limited to an amount approximating the 
employee’s annual salary, with maximum 
coverage of $5,000 for any individual. 
Under the new plan the permitted cover- 
age is about twice the annual salary up 
to a maximum of $10,000, with reducing 
benefits at age 66 and over. 

There will be no change in the gross 
premium for the current policy year. This 
premium is now $1 a month for each 
$1,000 of insurance, but dividends re- 
ceived by participating banks in 1951 and 
1952 reduced the net cost in those years 
to less than 65 cents per $1,000. 

The correspondent bank group life in- 
surance plan, under which Manufacturers 
Trust acts as trustee, was started in No- 
vember, 1947, for the purpose of making 
group life insurance available to small 
banks which could not obtain it directly 
because of lack of the required minimum 
number of employees. 

The Manufacturers Trust Company 
also announced in January a group re- 
tirement program for the officers and the 
employees of its correspondent banks. 
The unique feature of this new plan is 
that each participating bank can have its 
own plan, tailor-made to fit its particular 
needs. 

Under this group arrangement each 
participating bank decides upon the de- 
tails of its own plan, such as eligibility, 
retirement age, vesting, and the benefit 
formula. To assist banks in formulating 
their own retirement plans, the Manu- 
facturers Trust offers its own services 
and will make available those of inde- 
pendent actuaries. 

After the bank’s retirement plan has 


Ultra-modern designs for two banks at Tegucigalpa, Honduras 


Modernistic drawing for Banco Nacional de Fomento 


Architect’s sketch for Banco Atlantida 
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been established, the correspondent bank 
will execute a trust agreement with the 
Manufacturers Trust as trustee. This 
agreement will authorize the trustee to 
invest the funds of the trust with the 
funds of all other participants. A 

Correspondent retirement. A uniform 
program to handle employee retirement 
plans for correspondent banks was re- 
cently formulated by The Chase National 
Bank of New York City, in answer to re- 
quests for information and assistance 
from banks in various sections of the 
United States. 

The details of this plan were explained 
in a 45-page booklet sent to eligible 
banks. The plan is not intended to com- 
pete with retirement plans sponsored by 
a number of state banking associations, 
but is designed to broaden the retirement 
plan system of the banking industry. 

The explanatory booklet sets forth the 
agreement and stipulations of the bank 
plan, covering membership, credited serv- 
ice, benefits, contributions, bank retire- 
ment board, etc. It also contains the 
agreement for a separate trust and a 
declaration of an associated trust. 

Employee retirement. A revised re- 
tirement plan for its own officers and em- 
ployees was recently announced by The 
National City Bank of New York, and the 
City Bank Farmers Trust Company. Un- 
der the revised plan, if approved, the 
bank and the trust company would as- 
sume the entire cost of providing retire- 
ment benefits and employees would not 
be required to make any contributions. 
The employees contribute about one-fifth, 





How Your Bank Can 
Have Its Own 
Retirement Plan for 
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New retirement plans developed for bank correspondents 


and the institutions about four-fifths of 
the cost under the present plan. 

A second principal change would be a 
transfer from an insured money purchase 
plan, under which annuities payable to 
the beneficiaries after retirement are 
regularly purchased from an insurance 
company, to a plan under which fixed 
benefits are payable from a trust fund 
to which the employers would make regu- 
lar contributions in an amount sufficient 


to pay all future employee benefits. 

The advantage of this change is that 
under a trusteed plan each dollar paid in 
would produce greater benefits because 
of a higher assumed yield. 

A third principal change effected would 
be fixed benefits as calculated by a for- 
mula which, subject to the maximum and 
minimum stated in the plan, is 2 per cent 
of the average salary of the last ten 
years of service multiplied by the total 









profits. 


TIME TO WAKE UP 
YOUR CUSTOMERS’ CASH? 


at Put your customers’ cash...now tied 
up in inventory...to work for greater 


American Express Field Warehousing 
receipts release these “slumbering” 
assets by furnishing your bank with 
prime loan collateral. 


Your inquiry is cordially invited. 


AMERICAN EXPRESS rietp WAREHOUSING CORPORATION 


Main Office: 65 Broadway, New York 6, N. Y. 
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BUFFALO CLEVELAND 


14 


DETROIT MINNEAPOLIS PITTSBURGH 
MIAMI ORLANDO TORONTO 
MILWAUKEE PHILADELPHIA WASHINGTON, D.C. 


Burroughs Clearing House 





se 


vial 





years of service up to thirty, less an 
amount equal to one-half of the primary 
social security benefits. Because it re- 
lates the pension benefit more directly to 
the salary of the beneficiary afd to the 
purchasing power of the pension dollar, 
this formula produces more adequate and 
better balanced benefits. 

Liberal vacations. The vacation policy 
of The Bishop National Bank of Hawaii, 
Honolulu, has been steadily liberalized 
over the years. 

Its cardinal feature is that upon com- 
pletion of each five years of employment, 
employees with creditable service are 
granted a three-month vacation, provided 
it is spent outside the territory. This 
practice was begun several years ago 
when it took three weeks to go to Scot- 
land, original home of many of the bank’s 
officers. Last year the bank granted 18 
such leaves in its head office alone, where 
about one-half of a bank staff of 483 is 
employed. 

Employees with three years of service 
are given three weeks vacation, and those 
with 20 years, four weeks. Employees 
getting married are granted an extra 
week during that year, either separately 
or in connection with their vacation. 
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Instalment Lending 


Bankers from across the country will 
meet March 22-24 in the La Salle Hotel, 
Chicago, to discuss problems related to 
their instalment lending operations in 
the face of current business adjustments 
affecting consumer incomes and bank 
lending operations. The annual confer- 
ence is sponsored by the Instalment 
Credit Commission of the American 
Bankers Association. 

The tentative program for the three- 
day meeting has been announced by 
Phillip Woollcott, 
chairman of the 
A.B.A. Instal- 
ment Credit Com- 
mission, and pres- 
ident of The 
Bank of Ashe- 
ville, North Caro- 
lina. The pro- 
gram sessions will 
cover operating 
and administra- 
tive problems, 
and the formu- 

P. WOOLLCOTT lation of bank 

policy in instal- 
ment lending practices on a sound basis. 

Prominent speakers. To appear with 
many bankers on the speakers’ rostrum 
are several prominent leaders in in- 
dustry, agriculture and_ distribution. 
Among the non-bankers will be Charles 
C. Freed, president of the National 
Automobile Dealers Association, Wash- 
ington, D.C.; Arthur O. Dietz, president, 
C. I. T. Financial Corporation, New 
York City; Courtney Pitt, financial vice- 
president, Philco Corporation, Philadel- 
phia, Pennsylvania; Raymond Rodgers, 
economist, New York University, New 
York City; and a representative of the 
farm equipment manufacturing industry. 

Panel subjects. As in the past, the 
afternoon sessions on Monday and Tues- 
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Have you business in 


TULARE COUNTY? 


Six Of Security-First National’s 
140 Branches are here to serve you 


California’s Tulare County — sweeping across 
fertile San Joaquin Valley and up lofty 
Mt. Whitney — is probably in your active file. 


It’s one of America’s “Big Four” agricultural 
counties: first in olives... second in grapes... 
third in peaches... fourth in plums and prunes, 
Nineteen different farm items — including 
cotton, cattle and calves, oranges, dairy 
products, and alfalfa — topped $1 million 

each in product value in 1952. 


Population is about 144,000 now — a 36% 
increase since 1940. Bank deposits have trebled; 
so has per capita income. Retail sales have 
almost quintupled: first figures show 1953 
sales approximating $171 million. 


Security-First National has the experience and 
facilities to serve you in Tulare County. We’ve 
been there since 1889. Now we have six County 
Branches: Dinuba, Exeter, Lindsay, 
Porterville, Tulare and Visalia. 


And ... one Correspondent account with us puts 
the facilities of 140 Offices and Branches at 
your disposal... providing complete, competent, 
streamlined Correspondent service from 
mid-state Fresno to Mexico, as well as 
throughout Metropolitan Los Angeles. 


We would be pleased to serve you as 
Correspondent. Write: Bank and Customer 
Relations Department. 


RESOURCES OVER 1% BILLION DOLLARS 


MANAGING COMMITTEE 
George M. Wallace, Chairman 
Chairman Board of Directors 
James E. Shelton Chester A. Rude 


President Chairman Executive Committee 
C. T. Wienke Paul D. Dodds 
Vice President Vice President 
Lloyd L. Austin 
Vice President 


ECURITY- FIRST 


NATIONAL BANK 


OF LOS ANGELES 





MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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day will be devoted to panels for the 
expression of banking opinion on cur- 
rent instalment lending problems. 

On Monday afternoon the subjects 
for panel discussions will be ‘“‘Collections 
and Reposessions” and “Indirect Financ- 
ing.’”? On Tuesday afternoon, panels will 
take up “Operation Efficiency’ and 
“Management Problems and Policies.” 


4 > e 


Striking Building Motif 


The new Kew Garden Hills office of the 
Queens County Savings Bank, Flushing, 
New York, is a faithful reproduction of 
Independence Hall in Philadelphia. It 


is already an outstanding landmark in 
the community and in time is expected 
to become a mecca for tourists. 

The building’s 100-foot tower rises 
from one of the highest pieces of ground 
in the area and can be seen for miles. 
A full-size replica of the Liberty Bell is 
new on display in the lobby. The interior 
carries out the Georgian-Colonial decor 
and the main lobby is decorated with 
photo murals showing historic Independ- 
ence scenes. One room contains an 
exhibit of early Americana. A wing of 
the building houses a branch of the public 
library, expected to attract 25,000 read- 
ers. 

Joseph Upton, president of the bank, 
has expressed the hope that the branch 
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Times change and we with time, and 
we must be sensitive to such change 
and learn how to step lively else the 
parade will pass us by. For example, 
take the change which has taken 
place in the merchandising of bank 
checks within the past few years. 


Not so long ago a check salesman 
could recite his solicitation in a few 
short sentences. Today, selling 
checks is a consultant’s job, and 
oftentimes too complex for even a 
good consultant. We are partly 
responsible for this situation because 
we popularized the name on bank 
checks, thereby creating five 
thousand small orders where before 
only one large order existed. 


As a consequence, we now are 
caught up in the swift tempo of 
specifications and procedures, and 


“AND WE WITH TIME” 



















it is a challenging job to keep pace. 
Needless to say, we enjoy it and it 
is most gratifying to see the bank 
check come into its own. From a 
piece of paper—too often used for 
notes and shopping lists—it has 
become a dignified, personalized 
instrument of great significance to 
bankers who are focusing on 
improved operation. We are happy 
to have had a part in this change. 


Last year, despite the fact that at 
times we were confused, we executed 
well over three million individual 
orders for imprinted checks, so 
perhaps we are doing better than we 
think. And maybe our experience 
would be helpful to you if you are 
contemplating a program that would 
make imprinted checks available to 
all your customers. 
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Manufacturing Plants at: 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 












































New branch, Queens County Savings Bank 


Replica of Independence Hall 


design will serve as a reminder of the 
simple truths upon which the country 
was founded, since Independence Hall 
and the Liberty Bell are symbolic of the 
freedom and character of the American 
people to progress and grow. 

On opening day visitors received an 
authentic quill pen, a replica of the in- 
strument that signed the Declaration of 
Independence, and every adult received 
a golden metal key chain with a repro- 
duction of Independence Hall. All per- 
sonnel of the bank were dressed in 
authentic Revolutionary-period costumes. 
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Two-in-One Xmas Club 


The idea of combining a conventional 
small loan with a regular Christmas sav- 
ings program to form a_ two-in-one 
Christmas Club met with immediate suc- 
cess last fall after being introduced to 
customers of the Fitchburg (Massachu- 
setts) Savings Bank. 

Under the plan the borrower received 
a small loan of, say, $100 for his immed- 
iate 1953 Christmas needs. He signed 
the usual note under the small loans 
provision of the savings bank law, but 
then arranged to pay $4.00 a week. Ac- 
cordingly, during this year the loan will 
not only be paid up, but by December he 
will have $100 on hand for Christmas, 
1954 needs. 

The club is strictly limited to three 
payment plans, $3.00, $4.00 and $5.00 
per week, and for a 51-week term pro- 
ducing $75, $100, and $125 in advance 
for the coming Christmas. The first 
week’s deposit plus a $1.00 membership 
fee comprise the discount of the loan. 

Fred Ober, president of the Fitch- 
burg Savings Bank, conceived the plan. 
It was launched, he said, the day after 
Thanksgiving Day last year, and within 
two weeks the bank had taken in 540 
paid applicants. “Apparently everybody 
wants to belong to a Christmas Club,” 
observed Mr. Ober, “if they can only get 
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started. Our plan gets them started and 
includes a compulsion to pay that fills 
an apparently deep-seated want on the 
part of almost every would-be saver.” 
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School for Junior Bankers 


An annual and unique 5-day school for 
junior officers and younger bank em- 
ployees was conducted last month by the 
North Dakota Bankers Association in co- 
operation with the Grand Forks (North 
Dakota) chapter of the American Insti- 
tute of Banking. 

The classes were held at the Uni- 
versity of North Dakota in Grand Forks, 
and the faculty was recruited from the 
ranks of bankers, educators, and busi- 
ness men in the state. The cost, which 
was either assumed or arranged for by 
the banks sponsoring students, was ap- 
proximately $30 per student. 

A well-rounded curriculum covering the 
fundamentals and history of banking in- 
cluded lectures on teller and bookkeeping 
operations, farm and industrial credits, 
instalment loan financing, commercial 
law, and machine operations. 
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Ranch-Farm News Digest 


A new monthly publication, “Agricul- 
ture and Livestock News Digest,” has 
been added to the services provided to 
the depositors and friends of the Valley 
National Bank, Phoenix, Arizona, who 
are engaged in those activities. 

The issues of the digest will be varied 
in content and will contain items of local 
and national interest pertaining to citrus, 
cotton, grain, livestock, etc. For example, 
the February issue deals with the cattle 
market in a story entitled, “Who’s Mak- 
ing the Big Profit on Meat?” 

The first issue was released in January. 
It reported on the anticipated results if 
the pending Congressional measure de- 
creasing the national cotton crop allot- 
ment by 3% million acres is passed. 

Said the Digest, “A cutback might well 
inspire a long-delayed shift of emphasis 
from one-crop farming to diversified gen- 
eral farming. Thus, more livestock would 
be incorporated into farm programs, plus 
development of other useful cash crops. 
Still another redeeming factor is the defi- 
nite possibility of achieving a higher 
yield per acre, state-wise, as happened in 
1950 when cotton farmers last were con- 
fronted with controls.” 

To authenticaie material for the re- 
leases, C. C. Cooper, Jr., flying senior field 
representative, and Charles W. Pine, pub- 
lic relations head of the Valley National, 
use a Piper Cub to visit ranchers and 
farmers in every part of the state. 
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Statistically Speaking 


This year the 14,130 commercial banks 
in the country will spend approximately 
$68 million on advertising, according to 
recent survey estimates made by the 
American Bankers Association advertis- 
ing department. The figure sets a new 
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high and is about $7 million more than 
was spent in 1953. 
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By the end of 1953 the Veterans’ Ad- 
ministration had guaranteed almost 3,- 
200,000 loans for homes, including more 
than 320,000 in 1953. The cumulative 
number of paid-in-full home loans since 
the program began is about 460,000, or 
about one out of every seven loans guar- 
anteed. 
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The trust and savings departments of 
The First National Bank of Chicago are 
now in their 51st year of service. The 
bank now has more than 343,000 savings 
depositors, and since its inception the 
trust department has opened more than 


44,000 trust accounts of every type. A 
booklet reviewing the 50-year history of 
the bank’s trust department has been 
prepared and will be mailed to any per- 
son requesting it. 
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A total of 2,134 new credit unions were 
organized in 1953, according to a recent 
report of the Credit Union National 
Association. All of the credit unions in 
the country have assets estimated at 
$217,740,000. 
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At the beginning of 1954, total de- 
posits in The Franklin Savings Bank, 
New York City, had passed the $200 
million mark. It took 84 years for the 
bank to reach the first $100 million mile- 





























COMPLETE 
BANKING 
UNDER 
ONE ROOF 





This independent bank invites accounts from 
other banks and corporations. Send us your 
cash and collection items. Refer your friends 
to us when they come to Los Angeles, 


STATEMENT 
OF CONDITION 
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BANKING 
“Provides Intimate Service 
for Banks All Over America” 
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AUTO-WRAP Currency Bands 
are pre-sealed, require no 
&, moistening or sticking, save 
@ time and trouble, are easier 


7 to handle. In ABA style 
VW , and colors. 


today 

for 
colorful 
catalog. 


s Colors: 
fi; $100.—Ones, Blue 
$ 200.—Twos, Green 
$ 500.—Fives, Red 
$1000.—Tens, Orange 
$2000.—Twenties, Lavender 
AS $5000.—Fifties, Brown 
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WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 
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Bank Share Owners League holds audit seminar 


stone; a little over nine years to reach 
the second $100 million. 
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A deposit increase of $1,777,000,000, or 
7.9 per cent, in the nation’s 528 savings 
banks was chalked up during 1953, set- 
ting the total at a new high of $24,487,- 
000,000. 
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In a three-month period recently the 
90th anniversary “Sell-E-Bration” sales 
contest of the Peoples First National 
Bank and Trust Company, Pittsburgh, 
Pennsylvania, resulted in $1,300,000 in 
new business, with 1,200 new accounts. 
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Bank-Share Owners Seminar 


A seminar to discuss embezzlements, 
and audit programs as a supplement to 
insurance, was recently held in Chicago 
by the Bank-Share Owners Advisory 
League. It was a three-day meeting at- 
tended by 65 of the League’s 500 mem- 
bers and by a number of certified public 
accounts and representatives of bank 
supervisory agences who were on hand 
to observe and answer questions. 

Participating in the program were 
such well-known Chicago bank operat- 
ing men as Charles Z. Meyer, vice-presi- 
dent and comptroller, First National 
Bank; J. H. Klug, vice-president and 
cashier, American National Bank and 
Trust Company; Delbert N. Urick, 
auditor, Harris Trust and Savings Bank; 
Adam J. Cieciwa, auditor, Central Na- 
tional Bank, and John Kimmel, auditor, 
Mercantile National Bank. 

Out-of-state speakers who addressed 
the meeting included L. M. Schwartz, 
president, Citizens State Bank of Paola, 
Kansas, and chairman of the Audit Com- 
mittee, American Bankers Association’s 
Country Bank Operations Commission, 
and A. S. Chaves, cashier and comp- 
troller of the Livestock National Bank, 
Omaha, Nebraska. 

Two-fold program. J. Ross Humphrey, 
president of the League and president, 
Central National Bank, Chicago, opened 
the meeting. Damage done by embezzle- 
ments, said Mr. Humphrey, not only 
create a menace to the banking industry 


but to the banking public. He recom- 
mended a two-fold attack: 1. An edu- 
cational program beamed especially at 
the smaller banks. 2. Adequate insur- 
ance to avert loss when it occurs despite 
all precautions. 

With Alvin J. Vogel, vice-president, 
Central National Bank, serving as 
moderator, the three days covered many 
interesting points on embezzlements and 
auditing. Harold Bacon, executive vice- 
president, Home State Bank, Crystal 
Lake, Illinois, told the group that em- 
bezzlements are now up to the rate of 
three a day. He stressed the need for 
insurance to cover losses over blanket 
bond coverages. 

Speech highlights. Mr. Meyer empha- 
sized the importance of segregating 
dormant accounts from the active ones, 
pointing out that dormant accounts are 
easily tampered with. Mr. Klug urged as 
prerequisite, the verification of large 
withdrawals from dormant accounts for 
genuineness of signature and the main- 
tenance of controls over bank ledger 
and signature cards. Mr. Schwartz dis- 
cussed the A.B.A.’s new audit program 
and manual for smaller banks. Some of 
the largest embezzlements in recent 
years, said Mr. Chaves, have been in the 
loan division, and he suggested the in- 
itialing of all loans by two officers, and 
the verification of collateral at least 
once a year. 

One of the main reasons some smaller 
banks are reluctant to make direct veri- 
fication of accounts, declared Mr. Urick, 
is the fear of misunderstanding on the 
part of the customers. Actually, he 
added, banks who do verify accounts 
directly are usually commended, since 
the customer feels the bank is acting in 
his interest. 

George M. Wasem, vice-president, 
Commercial National Bank of Peoria, 
Illinois, told the group that it is bad 
enough to suffer embezzlement, but even 
worse not to discuss it freely with news- 
papermen who inquire about it. 

Machine control. Controls that can be 
established by using machines were 
described by William Roche, Burroughs 
Corporation, Detroit, Michigan. Willard 
Westover, National Cash Register Com- 
pany, Dayton, Ohio, asserted that the 
cash register was born in fact, through 
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‘These are your new quarters 
at The First of Chicago ! 








HEN you pay us a visit, you'll find Division F— 
Wie Division that serves the banking interests Division F 
of the country —in new quarters. More room, better — Vice-President 
facilities —to serve you better. And there are ac- 
Assistant Vice-Presidents 


commodations available to help you conduct your Tunes t. tenis te i Sines 


business more easily during your stay in Chicago. Cussuns F. Newest, Joan S. Geaseon, Ju. 


Victor C. von MEDING GrEorGE W. MILLER 
At your service — 


ee : ' Assistant Cashiers 
Division F deals exclusively with providing requisite 


LawreENceE J. BERRY DaniEt J. LAWLor 
services to banks and bankers: collection and loan H. Stanvey Pickrorp Ernest J. HuttcREN 
facilities; credit information; foreign banking, bond C. Guy WILLARD Wituiam T. Dwyer 
and trust services; assistance in tax, insurance, Frep S. Floyp Rosert E. WuirTe 

H. Rospert GripLeEyY Joun C. HEMMERLE 


planning, remodelling, and personnel problems, and 








many out-of-the ordinary services. 





Epwarp E. Brown, Chairman of the Board 
James B. Forean, Vice-Chairman Homer J. Livineston, President Water M. Heymann, Executive Vice-President 


Harowtp V. AMBERG, Vice-President Huco A. Anperson, Vice-President 
GayLorp A. FREEMAN, Jr., Vice-President Hersert P. Snyper, Vice-President 


& The First National Bank of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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the necessity for a machine to help 
eliminate dishonesty in handling cash. 
G. L. Mattei, representing a large detec- 
tive agency, demonstrated the operation 
of the polygraph lie detector. 

The closing report was made by Fred 
Rogers, president, Palatine (Illinois) 
National Bank, at whose bank the 
League’s recommended internal control 
program was tested. Mr. Rogers stressed 
the importance of a proper attitude on 
the part of the employees toward audits. 
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Expanding Trust Duties 


At the Mid-Winter Trust Conference 
of the Trust Division, American Bank- 
ers Association last month, N. Baxter 


Maddox, president of the division, urged 
all trust men to reappraise their expand- 
ing responsibilities in light of the broader 
aspects of today’s changing economy and 
conditions. 

In a sense the trust executive must 
be an economist as well as an adminis- 
trative or investment technician, con- 
tended Mr. Maddox, vice-president and 
trust officer, The First National Bank of 
Atlanta, Georgia. He cannot make de- 
cisions intelligently with respect to 
handling trust funds unless he has a 
knowledge of fundamental economic 
forces—Federal budget and fiscal poli- 
cies, the monetary policy of the Federal 
Reserve and the debt management policy 
of the Treasury. These determine the 
value of the corpus, the return that can 
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safely be earned, and the purchasing 
power of both. 

Fundamental changes. “‘Today,” said 
Mr. Maddox, “we have a redistribution 
of income and wealth in such a way as 
to create, perhaps, millions of small 
estates or personal investment funds that 
require the services of competent 
financial counsel and administration. 
Both common trust funds and pension 
plans embody a fundamental change in 
earlier concepts of trust business. They 
affect larger groups and frequently 
masses of people instead of a relatively 
few wealthy beneficiaries.” 

Mr. Maddox went on to tell of a re- 
cent study by the Federal Reserve Bank 
of New York which estimated that some 
10 to 11 million persons are covered by 
private pension plans. Perhaps two-thirds 
of them are administered by trust com- 
panies or banks. About $2 to $2% billion 
flow into pension trust funds annually, 
or about one-fifth of the net capital 
growth of savings through other major 
institutions. 

New responsibilities. “A flow of sav- 
ings in this magnitude,’”’ continued Mr. 
Maddox, “‘and the accumulation of these 
huge reserves for the benefit of a mass 
of people place an important measure 
of new social responsibilities upon us 
as corporate trustees. The manner in 
which we perform our duty may well 


| help to determine our usefulness in the 


years to come.” 

These conditions posed for Mr. Mad- 
dox many pertinent questions, such as: 
How will the attitudes of trust men 
toward investment in private industry 
in general and in a particular industry 
affect the capital growth of the economy? 
Will any prejudices trust men might de- 
velop toward particular large units of 
industry tend to foster their growth at 
the expense of other units? What effect 
will pension fund relationships have 
upon other facets of the trust business? 
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New “Teller Kit*’ 


A new combination stamp-pad and pen- 
set is on the market after being designed 
at the suggestion of officers of the Se- 
curity-First National Bank of California, 
Los Angeles. The combination set was 
designed to eliminate the loss of ef- 
ficiency at tellers’ desks caused by the 
scattering of date and identification 
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Diboll State Bank, Diboll, Texas 


Modern quarters feature opening of new banks 


stamps, ink pads and pens. The kit is 
manufactured by Metal Products Engi- 
neering Company, 4000 Long Beach ave- 
nue, Los Angeles. 
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Two New Banks 


The attractive quarters of two of the 
country’s newest banks are shown be- 
low. The Texas bank was opened late 
last summer, and the Florida bank in 
December, 1953. 

Diboll, Texas. The newly organized 
Diboll State Bank began operations last 
summer upon completion of its modern 
bank quarters and after two years of 
planning. It is located in what was once 
a company owned sawmill town that has 
become one of the fastest growing in- 
dustrial areas in East Texas. 

Arthur Temple, Jr., president of the 
new bank, announced at its opening that 
the bank was formed to stimulate the 
development of new business and increase 
the effectiveness of those already in and 
near Diboll. Theretofore, the town of 
5,000 had been without a bank and had 
largely relied for its financial needs upon 
a large lumber company. 

The new bank’s quarters are of ultra 
modern design, handsomely decorated on 
he interior, and employing modern bank- 
ng equipment. 

_ Palm Beach, Florida. The newest major 
institution to be launched here, the Bank 
of Palm Beach and Trust Company, is 
the second bank to be opened in the 
community in a quarter of a century. 
More than 6,000 persons attended the 
“open house” ceremonies at the modern 
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new quarters of the bank in December. 

A particularly beautiful setting is 
given this new bank inasmuch as the 
bank’s grounds are a part of the botani- 
cal gardens of the old Poinciana Hotel, 
historically significant in the develop- 
ment of the state since the beginning 
of the century. 

The president and executive vice- 
president of the new Bank of Palm 
Beach are Messmore Kendall and George 
E. Patterson. 
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Unusual Services Activity 


Many of the large banks and financial 
organizations of the country operate 
“headache” departments, although they 
have more euphemistic names. 

A recent survey by the Associated 
Press indicated how various are the 
functions of these “unusual service” 
activities. One of the biggest is run by 
the Chase National Bank of New York. 
It employs 14 persons whose sole job is 
to make out-of-towners happy while in 
the big town. Last year, for example, 
this department had 9,000 customers. 
They got 2,900 radio and TV passes, 
1,700 railroad tickets, 1,300 hotel reserva- 
tions, 60 steamship tickets, 50 passport 
visas, 1,200 gifts of flowers and 2,700 
theatre and sports tickets. 

Bathtub spigots. The customers don’t 
stop at transportation and gift services, 
either. Customers of the First National 
Bank of St. Louis have wanted every- 
thing from freight cars to chromium 
bathtub spigots. One large city bank 
had to arrange a blind date for one of 
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Sheffield branch, Woodlawn Trust Co., Aliquippa, Penna. 














Galesburg branch, First National Bank & Trust 


Co., Kalamazoo, Mich. 


Night photos capture the architectural features of new banking quarters 


the younger members -of a customer’s 
family. Another was requested to get 
a marriage license for a customer who 
was to be wed in the bank’s city on a 
particular day. A country correspondent 
once called a city bank to get help in 
liquidating six circus elephants. 

Distinctive services. Savings banks, 
too, have gone*in for free, unusual serv- 
ices for years. The Cleveland Society for 
Savings has a full-time employee to help 
householders plan budgets. The Newton, 
Massachusetts, Savings Bank sends to 
all new mothers while in the hospital a 
package containing baby powder, oil, 
soap and a bottle. 

Similarly, the savings and loan associa- 
tions also have some distinctive services. 
New York’s Ninth Federal provides 
information on City College study courses. 
Cornhill Building and Loan, Utica, helps 
plan vacations. The South Brooklyn 
Savings and Loan, and the Bronxville 
Federal Savings and Loan provide meet- 
ing rooms for community activities com- 
plete with kitchen facilities. 
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Nocturnal Beauties 


Concealed floodlighting illuminates the 
banking quarters shown on these pages, 
enhances their beauty at night and 
creates for them an atmosphere of 
warmth and friendliness. Four of the 
photos show attractive new buildings 
that house recently completed branches, 
and the fifth shows the results of exten- 
sive floodlighting of a larger and older 
bank building. 

Brooklyn, N.Y. The Dime Savings 
Bank of Brooklyn, New York, recently 
installed 8,000 watts of floodlighting that 
brilliantly illuminates the white marble 
exterior of the bank. The lights are kept 
burning until midnight each night, and 
they sufficiently light Brooklyn’s Albee 
Square to enable a person to read a 
newspaper at sidewalk level. Conceived 
by the engineering department of the 
bank, the 16 five-lamp fixtures are in- 
stalled in coves between the white marble 
columns on two sides of the building. 
When maintenance is necessary, each of 
the fixtures can be lowered to a granite 
ledge a few feet above the street level. 

Kalamazoo, Michigan. The new Gales- 
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burg branch of the First National Bank 
and Trust Company, Kalamazoo, Mich- 
igan, is of early American colonial design 
so well known for the Ionic columns and 
patio porch. It is finished in gleaming 
white with shutters and the bank’s seal 
in contrasting dark color. Towering 
maples, well-cropped shrubbery and wide 
lawns make up the setting. Complete 
banking services are offered at the new 
office, which has full bookkeeping facil- 
ities and a modern safe deposit vault 
in the basement. 

Aliquippa, Pennsylvania. The new 
Sheffield’ branch of the Woodlawn Trust 
Company, Aliquippa, Pennsylvania, is of 
modern colonial design, faced with red 
brick and outlined in white. When the 
office is spotlighted at night it can be 
seen for miles. A canopied extension of 
the building provides two drive-in win- 


dows, one in a separate structure. Inte- 
rior features of the new branch include 
modern lighting, acoustical ceilings, em- 
ployees lounges, fully equipped kitchen, 
and a community center room. 

Raleigh, North Carolina. The new 
office of the Security National Bank of 
Greensboro, North Carolina, at Raleigh, 
is of stone and brick construction with 
two entrance vestibules paved with 
polished slate flagstone and canopied to 
protect customers in inclement weather. 
A row of lights in the overhang light up 
the drive-in area, entrances and pylon, 
making the bank’s architectural beauty 
stand out vividly at night. The interior 
decor of the bank is modern and func- 
tional featuring native stone and walnut 
plywood. 

Pottstown, Pennsylvania. The new 
Stowe branch of the National Bank of 


Spotlights accentuate these bank glass and stone facades 


Stowe branch, National Bank of Pottstown, Penna. 
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Pottstown, Pennsylvania, is one of two 
almost identical new offices built re- 
cently by the bank. The basic design of 
the new eight-sided buildings are two 
rectangles. The larger rectangle at front 
is 50 feet by 34 feet. Attached to it is 
a rectangle 30 x 36 feet. The idea was 
to have a structure to which additions 
could be made without encountering pro- 
hibitive costs and without marring the 
appearance of the buildings. The larger 
rectangle houses the main banking room 
and the smaller one, the vault, confer- 
ence room, etc. Both buildings include 
wide expanses of glass and a slightly 
sloping ceiling to permit daylight to be 





Dime Savings, Brooklyn, N. Y. 


Effective night lighting 


divided more evenly over the’ main bank- 
ing room. The floodlighting arrange- 
ments made possible an outstanding 
nighttime effect last Christmas. 
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State-wide Public Relations 
A new state-wide public relations pro- 
gram under the auspices of its Educa- 
tional Foundation was launched recently 
by the New York State Bankers Associ- 
ation. Its purposes are to develop and 
disseminate, at the county, regional and 
state levels, knowledge of improved 
banking techniques, and to encourage 
the broadest possible public understand- 
ing of the American banking system and 
its vital role in the nation’s economy. 

To carry out these purposes, C. Wil- 
liam Green, newly appointed director 
of N.Y.S.B.A.’s Educational Foundation, 
said the program will employ all worth- 
while techniques and media of public 
relations, and will be divided into ex- 
ternal and internal phases. 

As part of the internal phase, an in- 
tensive training program will be under- 
taken. It will entail clinics and work- 
shops devoted to a wide variety of sub- 
jects. Among them will be studies of 
2arnings and cost analysis, loans and 
credits, community, customer and gov- 
ernmental relations, branch participa- 
tion, and market analysis. 

The immediate steps taken in the ex- 
ternal phase of the program include a 
complete state-wide audit of the needs 
and activities of New York banks, and 
the continuance of the Association’s in- 
formation bulletins to see that critics 
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Announcing the consolidation of 


The PROVIDENCE UNION NATIONAL BANK 
and 
INDUSTRIAL TRUST COMPANY 


to form 


Industrial National Bank 


of Providence 
the second largest bank in New England 


Tus CONSOLIDATION brings together Rhode Island’s first bank 
(and the second oldest in America) and Rhode Island’s largest 
bank. Whatever your banking requirements, Industrial National 
is well able to serve you efficiently. Complete Commercial, Trust, 
and Foreign Banking. Your inquiries are solicited. 








STATEMENT OF CONDITION 


INDUSTRIAL NATIONAL BANK 
PROVIDENCE, RHODE ISLAND 


Opening of Business, February 1, 1954 


ASSETS 
Cash and Balances with Other Banks. . . . . $ 76,436,308.37 
U.S. Government Obligations . . . « 185,401,010.18 


Obligations of States and Political Suiieidlons - 16,360,114.59 
Other Bonds, Notes and Debentures. . . .. . 363,250.08 
Corporate Stocks : ew ke Se oe ee 1.309,263.37 
Loans and Discounts. . . . . « «© « « « « 189,685,887.65 
Bank Premises Owned . ..... + 2 « « 7,508,196.77 











Furniture and Fixtures . . . . +. ++ «ce. 220,405.52 
Customers’ Liability on Acceptances Outstanding 624,164.90 
eee a cs sk ae oe ee Se Oe oo 1,982,527.24 

Total Assets . . 2. 0 © © © © © « -$479,891,128.67 

LIABILITIES 

Capital (500,000 shares) . 2 2 2 6 © © «© « «+ $ 10,000,000.00 
Surplus... . ceo eevesss ns « eee 
Undivided Profits Teen eS ee 5,000,036.29 





Total Capital Accounts. . . . .« - « « « 35,000,036.29 
Demand Deposits of ealeanianes Partnerships 
and Corporations . o « «© 0 ce 6 «USMS I6L 7S 
Deposits of U.S. Government . ‘ es 5,467,677.36 
Deposits of States and Political Subbdivichous - «  26,787,085.68 
Deposits of Banks . . . « «© « «© « © « « « 10,027,954.78 
Other Deposits . . «ss ceneveveve0es 5,792,699.66 
pi a ee ee eee ere 
Total Deposits . . . . . 6 « « « «$438,040,527.65 
Acceptances Outstanding . . . . 1,231,382.06 
Less: Amount in Own Portfolio . 607.217.16 624,164.90 
Other Liabilities . . ee 6.226,399.83 
Total Liabilities oil Capital Sevtiiinttn $479,891,128.67 


Amount of Trust Funds Held. . . . «© « « « $256,077,000.00 
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of banking do not go unanswered. 
Eventually the program will function 
completely with model news releases, a 
direct mail manual, speakers’ bureau, 
public seminars, display material, etc. 
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Bank Helps Beat H.C.L. 
Through the medium of a 128-page 
booklet, “1003 Household Hints and 
Work Savers,” the National Bank of 
Commerce of Norfolk, Virginia, is show- 
ing its customers and friends ways in 


which they can beat the “old H.C.L.” 

The book is very complete, containing 
198 ways to reduce food costs and numer- 
ous other tips on shopping, clothing re- 
pair and preservation, home repair, re- 
ducing utility cost, auto maintenance, 
etc. 

Copies of the book were given to every 
person in the bank who deals with the 
public, with instructions to distribute 
copies only to those people who request 
them. 

The “household hints” booklet is a syn- 
dicated publication of Bankers Communi- 
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FOR HIGH - SPEED COLLECTIONS 
IN EVER-GROWING PUERTO RICO 


Thru our net of 14 branches we provide a fast, dependable 
and aggressive collection service in Puerto Rico for main- 


land United States concerns. 


Our experience and full 


knowledge of local people and conditions are at your dis- 


posal. 
Banco 


CREDITO Y AHORRO 


FOUNDED 1895 
Member Federal Deposit 
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MAIN OFFICE: PONCE, PUERTO RICO 






PONCENOMEE 7 


Insurance Corporation 








ty Service Company, 16 Waverly Place, 
New York City. 
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Automatic Savings Plan 


“I’m Save-o-matic! I'll help you save 
more!” Thus speaks a robot on a folder 
announcing a new service of the La Salle 
National Bank, Chicago—an automatic 
checking-to-savings account’ transfer 
plan. 

The folder contains a simple authoriza- 
tion form 
which a depos- 
itor of the 
bank can use 
to indicate the 
amount he 
wishes added 
to his savings 
account, and 
the date trans- 
fers are to be 
made from his 
checking ac- 
count. It is an 
automatic 
process from 
then on; the 
bank’s_ special 
services de- 
partment 
makes the 
transfer each 
month and ad- 
vises the de- 
positor of each 
transaction. 

The plan is 
being advertised via newspaper ads, win- 
dow displays and envelope stuffers. It is 
designed especially for busy people whose 
bank visits are infrequent, to help them 
save on a regular basis without the nec- 
essity of coming into the bank, mailing 
in a deposit, or having to remember to 
add to their savings accounts. 














For easy saving 
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F.P.R.A. ““Hush!*? Film 


A new sound slide film on the impor- 
tance of handling confidential informa- 
tion in banks is expected to be ready for 
distribution by the Financial Public 
Relations Association by the end of this 
month. The visual education committee 
of the F.P.R.A., in announcing the film, 
said there are many cases on record 
where someone, even board members on 
occasion, had caused embarrassment, loss 
of good will or even business for having 
“spilled the beans.” 

The film discusses four principal causes 
of divulging confidential information. 
They are: 1. A sincere effort on the part 
of employees to be helpful. 2. Boasting 
in an attempt to impress. 3. Inability to 
foil people seeking information to which 
they are not entitled. 4. Carelessness in 
handling papers and information, or giv- 
ing out incorrect information. 


© . . 
Increased Bank Crimes 
Evidence from many sources indicates 


a@ general rise in the number of bank 
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FREE FACTFILE 








Helps you answer 
clients’ questions 


Most BaNnkers—and probably you, too—are 
playing an ever-increasing part in plant site selec- 
tion. Your expansion-minded clients look to you 
for help because they know you will give them 
the facts. The information you supply will be un- 
biased—complete—and up-to-the-minute. 


To help you answer inquiries by industry seeking 
western location, here is factual information on 
Metropolitan Oakland Area. It was prepared by 
the Metropolitan Oakland Area Committee, a 
non-profit organization representing all of Ala- 
meda County, California. 


Even a slight examination of this new FACTFILE 
will show you why industry “grows places” in 
MOA. It contains Data Sheets covering Climate, 
Labor Supply, Markets, Transportation, Living 
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Conditions—and all the other factors that create 
MOA’s healthy industrial climate. 


You will want several copies of this valuable 
FACTFILE—which will be sent to you free of cost. 
Just write to your correspondent bank in this 


area—or mail the convenient coupon below to 
MOA headquarters. 


Gentlemen: 


Please send me 





sets of the new MOA FACTFILE. 


Name 


METROPOLITAN OAKLAND AREA 
SUITE 802+ 427-13TH STREET * OAKLAND 12, CALIFORNIA 





Title 





Name of Bank 





Address 





City State 
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Roving TV camera used to help thwart bank holdups 


crimes. Authorities are at a loss to ex- 
plain the increase, except to say that it 
reflects the rise in general of all types 
of crime. At least one bank has even 
started to use television as a means of 
preventing holdups. 

Robberies. Last year more bank rob- 
beries occurred than at any time since 
1934 when the Federal bank robbery law 
was passed. The F. B. I. reports 418 
robberies, a 27 per cent increase over 
1952. Of them, 248 involved force or 
intimidations, a 45 per cent increase 
over 1952. 

Forgeries. George R. Schultz, vice- 


president, Central-Penn National Bank, 
Philadelphia, in a recent speech before 
the Pennsylvania Bankers Association, 
reported the casualty and insurance 
statistics on the losses to banks and other 
financial organizations because of worth- 
less and forged checks, notes and other 
paper. Although Mr. Schultz said the 
figures were not entirely applicable be- 
cause other types of losses appear in 
them, nevertheless during the period 
from 1943 to 1952 losses paid on fidelity 
insurance increased from $6,705,000 to 
$20,637,000, or 207 per cent, while total 
premiums written only increased from 





$47,137,000 to $68,924,000, or 46 per 
cent. During the period, the ratio of 
losses paid to premiums written increased 
from 14 to 30 per cent. 

Apprehension via TV. The Provident 
Institution for Savings, Boston, Massa- 
chussetts, is installing TV equipment 
in the bank as a means of thwarting 
holdups. A roving TV-Eye camera picks 
up action on the banking floor and shows 
it on screens located in other parts of 
the bank. Thus the bank officers free 
from gun intimidation would be able to 
flash an alarm to police and bank guards. 
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A.I.B. National Debate 


The general theme for the American 
Institute of Banking public speaking 
contests to be held among A.I.B. chapters 
between March and June will be “Amer- 
ican Monetary and Fiscal Policies.” 

Next June the 28th annual National 
Speaking Contest for the A. P. Giannini 
Educational Endowment prizes will bring 
a culmination to the competition among 
the individual chapters during the annual 
convention of the Institute, June 7-11, 
at Los Angeles, California. 
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Farm Equipment Handbook 

Pertinent information for bank officers 
is contained in a new book, “Farm Equip- 
ment Retailers Handbook,” published by 
the National Retail Farm Equipment As- 
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Vice President Evans believes that visits 
with bankers in other localities are essen- 
tial. We asked him why, and he replied, 
“When you can think of your correspond- 
ents as people instead of letterheads, you 
do a much better job for them.” And he 
added, “Every service we offer benefits by 
personal contact.” This philosophy is not 
new, of course, but perhaps it will prove 
so in your Case. 
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Includes finance section 


sociation, St. Louis, Missouri. 

Although the book gives a complete in- 
sight into the overall operations of a 
farm equipment agency, the chapter on 
financing and capitalization is of partic- 
ular interest to bank officers. It tells how 
to go about securing adequate capital, 
how good banking relationships are built, 
why a good credit standing should be 
maintained, how time sales are financed, 
and the real tests for sales collections. 

Copies are priced at $7.50 each and are 
available from the Association’s office at 
1014 Locust street, St. Louis 1, Missouri. 
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Fan With Pictures 


The employees of the Toledo (Ohio) 
Trust Company recently had a lot of fun 
competing for prizes in the bank’s 
“Banking in Babyland” contest. 

The idea was to submit pictures of 
children with unusual expressions. Each 
picture was accompanied by a humorous 
caption indicating what the baby might 
be saying if he or she worked in a bank 
as an adult. 

The caption on the photo below was, 
“No, lady, you can’t write a check to 
cover your overdraft.” 


Photo-caption contest 
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A definite “‘must’’ tor banks 


that maintain safe deposit facilities. 





THE NEW 
Combination 


afe Depository 
Policy 


For full information concerning the 
valuable features of this newly- 
developed coverage, consult the F&D 
or ABCo representative in your com- 


munity, or your own insurance broker. 





Since 1890 


Fidelity and Deposit 


COMPANY OF MARYLAND 


Baltimore, Maryland 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 
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‘In New Australian Branch. Business is Purely Incidental 


By Frank Plachy 


London Correspondent 








Any banking business done at the new 
Albermarle Street branch of the Na- 
tional Bank of Australasia in London, 
England, is purely incidental. Its upper- 
most purpose is to afford out-of-town 
customers of the bank everything pos- 
sible in the way of service. 

Australia is a long way from England. 
Most people who make the journey plan 








Now — BETTER Vault 
Steps at LOW PRICES 
CARD Sturdi-Lite 


ALUMINUM—Tubular Frame con- 
struction—STRONG and RIGID, 
yet Surprisingly Light. They make 
upper boxes more rentable. 


Always Bright, Neat Looking—no up- 
keep cost. Rubber feet prevent slipping. 
NON-SKID Rubber Treads on One- 
piece Cast Aluminum steps. 10” between 
steps in both models. Top step 934”x 16”. 
Lower steps 9”x 14”. 


2-STEP MODEL—No. 202 

20” high, 17” 

wR ay Price $95.00 
F.O.B. Detroit, Mich. 

3-STEP MODEL—No. 303 


30” high, 17” wide, 26” $97.50 


long. Price F. O. B. 
Detroit, Mich. 
Model 303 with Casters add $5.50 
Prices subject to change without notice 


wide, 
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to stay two or three months. For many 
of them it is a once-in-a-lifetime event. 
Most of the visitors make London a base 
from which to take jaunts to other parts 
of Britain and to the Continent. 

The National Bank of Australasia has 
its head office in London proper, as are 
the headquarters of other big banks, in- 
surance and shipping companies, etc. 
However, a stranger to London finds it 
hard to reach this main trading area 
and usually does so only after much 
asking-of-direction and other waste of 
time. 

Consequently, by opening the new 
branch in the fashionable West End hotel 
and shopping district, the bank now gives 
its customers easily accessible service 
and a quiet, comfortable lounge in a cen- 
tral part of the city. At the same time 
the bank’s head office personnel are free 
to concentrate on banking business and 
are no longer required to spend valuable 
time performing services of a personal 
nature. 

At the new office the strangers to 
London may rest, transact their financial 
business, meet friends, arrange trips, 
hotel accommodations and other mat- 
ters, and receive their mail. 


Other than cashing travelers’ checks 
and letters of credit for overseas visitors, 
little banking business is transacted at 
the branch. In common with other Aus- 
tralian bank branches in the West End 
it does not accept local London business, 
which is referred to one of the English 
banks. This is a return courtesy for the 
fact that English banks do not have 
branches in Australia. 

The main floor of the new branch has 
only a small space for teller use. The 
room is mainly devoted to five compart- 
ments where experienced personnel dis- 
cuss itineraries, hotels, trains, ships, 
points of interest, suitable shops for 
purchases, and anything else the cus- 
tomer desires. No charge is made by 
the The National Bank of Australasia 
for any of the services. 

The lounge is in a lower level room 
and provides customers with comfortable 
facilities for writing, reading, and rest- 
ing. In the construction of the branch, 
all wood used was brought from Aus- 
tralia and the stonework is from Italy. 
The overall result is an architect’s dream. 
The bank’s customers have expressed 
their appreciation many times for the 
comfortable, attractive facilities. 


Australasian branch presents special transient facilities 


In lower level lounge customers read, write, rest. They also meet friends, receive 
mail in this temporary headquarters away from home 














Note small teller space at front. Most of lobby is arranged to provide information 
on transportation, points of interest, shopping, etc. 
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IN THE SENATE OF THE UNITED STATES 


Frarvary 12, 1954 
Mr. Carenarr, under authority of the order of the Senate of February 5 (legis- 
lative day, January 22), 1954, filed with the Secretary of the Senate the 
following bill; which (the first and second readings having been ordered 
to be waived) was referred to the Committee on Banking and Currency 





A BILL 


To aid in the provision and improvement of housing, the 
elimination and prevention of slums, and the conservation 


and development of urban communities. 
1 Be it enacted by the Senate and House of Representa- 
2 tives of the United States of America in Congress assembled, 
3 That this Act may be cited as the “Housing Act of 1954”. 
4 TITLE I—FEDERAL HOUSING ADMINISTRATION 
5 AMENDMENTS OF TITLE I OF NATIONAL HOUSING ACT 


6 SEc. 101. Section 2 (b) of the National Housing Act, 
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IN THE HOUSE OF REPRESENTATIVES 


Feprvary 12, 1954, 


Mr. Woxcort introduced the following bill; which was referred to the Coni- 
mittee on Banking and Currency 





A BILL 


To aid in the provision and improvement of housing, the 
elimination and prevention of slums, and the conservation 


and development of urban communities. 
1 Be it enacted by the Senate and House of Representa- 
2 tives of the United States of America in Congress assembled, 
3 That this Act may be cited as the “Housing Act of 1954”. 
TITLE I—FEDERAL HOUSING ADMINISTRATION 
AMENDMENTS OF TITLE I OF NATIONAL HOUSING ACT 


Sec. 101. Section 2 (b) of the National Housing Act, 








as amended, is hereby amended— 
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Would liberalize mortgage credit, and 


7 
8 (1) by striking out clause numbered (1) and in- 
9 serting the following: “ (1) if the amount of such loan, 


10 advance of credit, or purchase exceeds $3,000”; 
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SOME PRO AND CON VIEWPOINTS 
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HUM. 
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6 
7 as amendéd, is hereby amended— 
8 (1) by striking out clause numbered (1) and in- 
9 


serting the following: “(1) if the amount of such loan, 


10 advance of credit, or purchase exceeds $3,000”; 





provide more flexibility in terms and rates 


PROG. 
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A round-up of opinion from mortgage loan authorities 
on the far-reaching legislation now before Congress 


A major revision of the Federal 
housing and home finance program is 
in prospect, as a result of legislative 
proposals now before Congress that 
are of far-reaching import to all lend- 
ing institutions. 

The two identical housing bills that 
have been submitted to Senate and 
House committees will soon undergo 
the test of public hearings. Presented 
here is a quick roundup of lender 
viewpoints on the legislation, major 
provisions of which are summarized 
on page 33. The bills largely follow 
the recommendations of President 
Eisenhower and the report of his 
Advisory Committee on Housing. 

Commercial and savings bankers, 
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BY 
HARRY V. ODLE 


Associate Editor, 
Burroughs Clearing House 


mortgage bankers, and savings and 
loan association officials are included 
in this survey of diverse opinion in 
the real estate lending field. 
Following are the questions raised 
concerning the proposed housing pro- 
gram changes, and a representative 
sampling of the lender replies. 


1. Are you in favor of the provision 
for broadened Presidential authority 
to adjust terms and rates on F.H.A. 
and V.A. home loans? What do you 


think of the plan of maintaining a 
spread between the authorized mazi- 
mum rates on these loans and the 
average yields on long-term govern- 
ment bonds? 

The provision giving the President 
authority to adjust interest rates on 
F.H.A. and V.A. loans above the 
present maximums was_ generally 
hailed as an improvement over the 
present rigid rates with accompanying 
discounts and regional shortages of 
mortgage money. Even better, in the 
opinion of the lenders, would be a com- 
pletely free interest rate as on con- 
ventionals. 

“There should not be a fixed rate on 
either government guaranteed or in- 
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W. J. L. RAY 


R. E. BRUNEAU 





M. F. LANPHAR 


J. R. JONES 


H. P. BRAMAN 


Express varying conclusions on the major questions raised by the housing bills 


sured loans,” asserts H. R. Templeton, 
vice-president, The Cleveland Trust 
Company, Cleveland, Ohio. “In some 
communities and areas there is a 
scarcity of mortgage funds, and the 
excess funds of other areas might be 
directed to these communities and 
areas at a little higher rate of inter- 
est.” 

“We have long urged that rates on 
F.H.A. and V.A. loans should be free 
from regulation,” states Thomas L. 
Nims, secretary of the Savings and 
Mortgage Division, American Bankers 
Association. “Flexible interest rates to 
meet changing economic conditions is 
essential in every line of business, and 
rates should not be artificially main- 
tained in the housing field by the 
government.” 

Last year emphasized the need for 
an interest rate adjustable to the risk 
and area involved, according to Ralph 
E. Bruneau, vice-president, Valley Na- 
tional Bank, Phoenix, Arizona. He be- 
lieves that in the smaller communities, 
particularly in the West, it may be 
necessary to augment any fixed inter- 
est rate with a service charge or some 
other acceptable method before F.H.A. 
and V.A. loans will be attractive. 
“Preferably,” he declares, “it would 
seem that the only final solution would 
be a free interest rate adjustable in 
relation to the competitive factors in- 
volved.” 

The plan of limiting maximum 
F.H.A. and V.A. rates to a level not 
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more than 2% per cent above average 
market yields of Federal bonds having 
remaining maturity of 15 years or 
longer, met with varying reactions. 

On the favorable side, the idea of a 
fixed relationship to the yield on long- 
term government bonds seems to be “‘a 
practical and feasible suggestion” to 
Walter J. L. Ray, president of the 
Standard Federal Savings and Loan 
Association in Detroit. 


HE proposal strikes Mr. Bruneau 

as being a compromise with a free 
interest rate and he believes that it 
has many disadvantages. However, he 
thinks that it would still be much bet- 
ter than the present arrangement, 
with the resulting discount system. 
“The principal weakness of the dis- 
count system as we see it in the West,” 
he explains, “is that the primary mort- 
gagee and his leveling influence cannot 
deal directly with the builder in re- 
lation to discounts, thus leaving him 
entirely to the mercy of the secondary 
market for the discount he must pay.” 
The easier financing terms author- 
ized by the new legislation emphasize 
the need for adequate rates to compen- 
sate for the more liberal credit con- 
templated, in the viewpoint of V.R. 
Steffensen, senior vice-president, First 
Security Bank of Utah, N.A., Salt 
Lake City. He thinks the plan of 
periodically adjusting mortgage rates 
based on a long term bond yields has 
considerable merit, but is not a com- 


plete answer. “We still must solve the 
difference in yield between a mortgage 
originated in the West (after the 
servicing cost of % per cent) and 
those produced in the immediate lend- 
ing area of an Eastern investor, where 
no outside servicing cost is involved,” 
he maintains. 

The fixed-spread idea would be an 
improvement of the present plan if 
responses to changes are speeded up, 
according to George C. Johnson, presi- 
dent, Dime Savings Bank of Brooklyn, 
but he also feels that it lacks the good 
qualities of letting the market find its 
own level. 

Question is likewise raised as to just 
how the proposal would work in actual 
practice. “You certainly could not have 
a setup wherein the day the note was 
signed would determine the rate of 
interest that would apply, any more 
than you could use the date on which 
the F.H.A. or V.A. issued their com- 
mitment as determining the rate to 
apply,” points out Melvin F. Lanphar, 
president of the mortgage firm of 
Melvin F. Lanphar and Company, De- 
troit. ““‘The whole situation would re- 
sult in a state of confusion.’, 

Definite opposition to the idea comes 
from Mr. Templeton, who states: “The 
mortgage market should be a free 
market, and competition in the mort- 
gage field will keep the liberty of a 
free money market from being 
abused.” 

The lenders were inclined to be du- 
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Some Important Beams in the Housing Act of 1954 


Lower down payments. Typical reductions au- 
thorized at President’s discretion: Down payment 
minimum cut from $1,250 to $900 on a $10,000 house, 
from $3,000 to $2,150 on a $15,000 house. 


Longer terms. Maximum repayment period could 
be lengthened to 30 years, from the present 25-year 
maximum for most insured loans. 


Larger loans. The President could raise the 
F.H.A. mortgage limit on 1- or 2-family houses from 
$16,000 to $20,000. 


More flexible rates. The bill gives the authority 
to ‘raise interest rates on F.H.A. and V.A. loans above 
the present maximums, but not more than 21 per cent 
above the average market yields on U.S. government 
bonds that have a remaining maturity of 15 years or 
longer. This authority would rest in the President. 


Applied to existing housing. The same mortgage 
terms that are applicable to new housing could also 
be made available to existing housing. 


Low cost housing. A new Section 221 authorizes 
40-year loans for up to $7,000, and 100 per cent 
insured, on new or existing housing for low income 
families displaced by slum clearance or other govern- 
ment operations. Only $200 down is required, for 
closing costs. i 


Title I broadened. Increases maximum home 
improvement loan from $2,500 to $3,000, and repay- 
ment period from 3 years to 5 years. 


Open-end mortgages. F.H.A. is newly authorized 
to insure them, to facilitate home renovations and 
additions under existing mortgages. 


Revamped “Fanny May.” A rechartered Federal 
National Mortgage Association would be set up, initially 
with Treasury funds, but sellers of mortgages to it 
would be required to purchase F.N.M.A. stock in an 
amount not less than 3 per cent of the amount of the 
mortgages sold. Fanny May could also sell unguaran- 
teed debentures to private investors to raise funds 
for its secondary market operations, instead of using 
Treasury funds as it now does. 











The provisions closely follow recommendations of the President’s Advisory Committee on Housing 


One objection: lenders would prefer a free interest rate on F.H.A. and V.A. loans 


bious about the housing bill’s expan- 
sion of the President’s authority to 
liberalize loan terms, through extend- 
ing maturities and reducing down pay- 
ment requirements. 

Most of the question, however, ap- 
peared to center around the desira- 
bil'ty of exercising such authority at 
the present time. Norman Strunk, ex- 
ecutive vice-president, United States 
Savings and Loan League, expresses 
doubt that any such action will be 
needed this year. ‘““New building is off 
to a very fast start and it would be 
surprising if new starts do not run 


over one million during 1954,” he 
affirms. “Under these circumstances it 
would be decidedly inflationary for 
credit to be eased further at this 
time.” He also warns that “easy 
credit” is easy to turn on, but hard to 
turn off. 


SIMILAR view comes from J. 

R. Jones, vice-president, Security- 
First National Bank of Los Angeles, 
and vice-president of the A.B.A. Sav- 
ings and Mortgage Division. The 
A.B.A. has been making an intensive 
study of the proposed housing legisla- 


They head Congressional committees studying the legislation 


REP. WOLCOTT 


March, 1954 


SENATOR CAPEHART 





tion, and Mr. Jones says: “Generally, 
I think that most of us feel that great 
caution should be used in expanding 
loan terms at this particular point. 
Houses have been built the past five 
years at the rate of one million units 
per year, and I think everyone will 
agree that the dire need for housing 
has been well-satisfied. Therefore, it 
seems that extremely careful judgment 
should be used in attempting to ex- 
pand the housing economy further at 
this time. If the lowest possible down 
payments and the longest possible 
maturities are authorized now, then it 
would seem that there would be little 
remedy left to apply to sustain the 
housing field when and if an adjust- 
ment occurs and the volume recedes.” 

On the contrary, liberalizing action 
is needed now, in the opinion of V. R. 
Steffensen, who contends that financ- 
ing terms must be made easier if 
construction is to be maintained on 
the level of past years. “On the basis 
of existing financing terms,” he says, 
“in most areas we have reached a stage 
of balance and even saturation.” 


2. Do you agree with the proposed 
changes in the Federal National Mort- 
gage Association? What, in your 
opinion, would be the salability of the 
non-guaranteed debentures? Do you 
have any alternative suggestions for 
creating a secondary source of credit? 


There was little satisfaction ex- 
See NEW HOUSING PROGRAM—76 
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achieved for a metropolitan St. Louis bank 


Integrating WORK FLW 
in BANK BOOKKEEPING 


By HOWARD E. LaBARR 


Vice-President, Mercantile Trust Company, St. Louis 1, Missouri 


OR operating men, there is always 
the goal ahead of greater efficiency 
and a smoother flow of work 
through the bank. In their drive to- 
ward this goal, they frequently have 
visions of what might be accomplished 
if a fresh start could be made in re- 
aligning departments, rerouting the 
work flow and engaging in a thorough 
overhauling and remodelling program. 
Just such an opportunity did come 
to the operating men in our bank, and 
we were given the chance to put our 
ideas into effect. It came as the result 
of two specific events in the bank, with 
the opportunity part of the program 
actually being preceded by a period 
when things got worse before they got 
better. What this did was to stress the 
contrast between the old and the new. 
The first of the events was the con- 
solidation of the Mercantile-Commerce 
Bank and Trust Company and the 
Mississippi Valley Trust Company 
into the new Mercantile Trust Com- 


CONTROL ROOM ... First step in bookkeeping 


pany. From an operating standpoint, 
the merging of the two operating 
staffs, with its attendant dislocations, 
really pointed up our problem. 

Following the consolidation, the 
commercial bookkeeping department 
of the new organization was set up on 
the ground floor of what had been the 
Mercantile building. The department 
was placed directly behind the tellers’ 
cages. As might be suspected, there 
was a lack of space, with the result that 
some parts of the bookkeeping work 
had to be carried on in various other 
parts of the building. The proof de- 
partment and the transit department, 
for example, were located in different 
sectors of the third floor. All of this 
combined to produce an operation that 
was somewhat less than 100 per cent 
efficient, to say the least. 





What a new line-up of operations and a remodelling 


Then, in mid-1952, came the second 
event that we had been hoping for. It 
Was management’s decision to go 
ahead with an extensive moderniza- 
tion program for the entire trust com- 
pany. In operations, this meant not 
only that we would be able to realign 
the flow of our work, but that we 
would have the benefit of remodelled 
quarters at the same time. 

Our plans as they progressed from 
day to day represented the ideas of 
many people on our operating super- 
visory staff. Those spearheading the 
planning included Assistant Cashier 
John E. Wessel, in charge of the book- 
keeping department; Ila L. Baker, 
manager of the bookkeeping depart- 
ment; and Leon G. Fox, assistant 
cashier of the operations division. 

One of the first matters on which 
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NEW SET-UP ...I1t shows how departments were realigned and the work rerouted 


agreement was reached was the mov- 
ing of the bookkeeping department to 
the third floor where proof and transit 
were already located. With this as a 
basic beginning, we proceeded step by 
step until we reached the integrated 
operation pictured in the detailed 
diagram above. Thus, from the time 
incoming items enter the proof de- 
partment their processing follows a 
logical procedure. 


March, 1954 


Our new work flow calls for media 
to be sent from the first floor to the 
incoming mail department on the third 
floor, where it is passed immediately 
to central proof and distribution. As it 
leaves the proof department, transit 
and clearing items go to clearing and 
transit departments and bookkeeping 
items go to the control desks of the 
Commercial and Individual, Pay-By- 
Check and Banks and Banker’s book- 


keeping departments. 

In the Commercial and Individual 
Bookkeeping Department, unit totals 
established by proof for company and 
individual accounts are listed and dis- 
tributed by bookkeeping controls. At 
the present time we are using eight 
controls, each representing one book- 
keeping unit. In turn, each bookkeep- 
ing unit consists of fiv€™bookkeepers 

See BANK BOOKKEEPING—Page 85 


SUPERVISORY STAFF ... That planned the new flow of work 








This highly direct promotional approach 
brings a strong response 


4 Borrow-By-Mail Campaign 
OF PERSONAL LOAM 


OR more than a year now we have 

been promoting personal loan busi- 

ness through a Borrow-By-Mail 
campaign, embodying a_ simplified 
credit application form in our adver- 
tising. We are original in this ap- 
proach, so far as we know. While 
there are special considerations in- 
volved, and many banks may question 
the advisability of such a program, we 
are entirely satisfied with the prog- 


5 


ress we have been making, and are 
committing more and more of our ad- 
vertising budget to this type of pro- 
motion. 

The special considerations confront- 
ing us are as follows: 

1. In some respects our market is 
unique. We have a tremendous poten- 
tial from which to draw, with a popu- 
lation within our operating radius of 
5,500,000 people, almost all of whom 


Experienced personnel, adequate facilities, are requisites 


Now busy, these officers process the mail applications during hours when 
walk-in customer traffic is light 



































Most loan payments are by mail but this is a quick facility for payments 
brought to the bank in person 
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By 
HUBERT T. RIEDEMAN 


Vice-President, Chicago National Bank, 
Chicago 90, Illinois 


are covered by the three principal ad- 
vertising media—newspaper, television 
and radio. 

2. Banks in Illinois are not per- 
mitted to have branches. 

3. Notwithstanding the fact that 
we have a single office in a large mar- 
ket, we are compelled to pay the high 
national rates to advertising media. 

This combination of a large market, 
no branches, and national rates, cre- 
ates quite a promotional challenge. As 
we cast our bread upon the waters 
there is always the danger that, within 
our budgetary limitations, the food 
particles will be so small that we will 
attract few nibbles by the more tradi- 
tional approaches. Under these cir- 
cumstances, while recognizing the 
value of institutional advertising, we 
believe that in selling personal loans 
we have to be more specific. Accord- 
ingly, we have adopted the borrow- 
by-mail theme, using the coupon 
approach represented by the credit ap- 
plication form. 

We would not be inclined to recom- 
mend that other banks attempt this 
method unless they do a sufficient vol- 
ume of business to have a_ well- 
balanced personnel and mechanical 
facility, and above all, have a thorough 
experience in personal loan credits. 
On the volume side, we probably have 
the largest volume of this type of 
business of any bank with a single 
office in the entire Middle West. On 
the experience side, we have been han- 
dling such loans for thirty-six years. 

We first used the borrow-by-mail 
approach a little over a year ago, and 
proceeded rather slowly as we accu- 
mulated experience. Early in 1953 
we discontinued it for several months, 
to aim our budget more specifically 


Burroughs Clearing House 





























This is done in almost all 
cases, and frequently in sur- 
prising detail. Evidently the 
psychology of the ad is such 








that the readers recognize 
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a result they seem to be more 
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than cooperative in supply- 
ing supporting data. It is 
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fully written two-page letter 
giving the applicant’s entire 
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background. We also receive 
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numerous applications from 





RESIDENCE ADDRESS HOW LONG THERE 


people who have never bor- 
rowed before. The total ex- 
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to human nature. 









Our practice when the ap- 











plication form comes in by 
mail is to look over the in- 
formation provided, and im- 
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120 S. La Salle St., Chicago 90 
Member: Federal Deposit Insurance Corp. 
Financial 6-2700 





Each ad has simple application form 


at automobile loans and special check- 
ing accounts. However, we resumed 
borrow-by-mail insertions in August 
of last year and have gradually in- 
creased the schedule. In December the 
ad appeared nine times, distributed 
over the four metropolitan newspa- 
pers. 

The latest revision of the borrow- 
by-mail ad, illustrated above, is the 
product of six revisions. Possibly it 
may undergo still further change, but 
we think we now have just about what 
we want. Right beside the attention 
getter, “Borrow-By-Mail the Low Cost 
Chicago National Way,” we insert a 
typical rate chart. This seems to be 
important, because a large number of 
those who respond circle the monthly 
amount they want to pay, indicating 
that they have studied the rate guide. 

The confidential application that 
comprises the bulk of the ad is ex- 
tremely simple, yet contains all the 
information necessary for a rough 
classification of whether the prospec- 
tive borrower is qualified or not. An 
experienced loan man pays particular 
attention to residence and employment, 
and draws some fairly fundamental 
conclusions from those two findings. 
We also ask the applicants to attach 
references and a list of their debts. 
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Chicago National Banki 









to those who in our judg- 
ment are not worthy bor- 
rowers. If it appears to be 
largely a matter of amount, 
or where we see an oppor- 
tunity for some _ remedial 
work, a loan man will prob- 
ably pick up the telephone 
and discuss the troublesome 
aspects with the applicant. 
Sometimes we can thus “en- 
gineer” a transaction that is 
in keeping with our credit 
standards. — 

Where the applicant appears to be 
qualified in all respects we prepare a 
note with signing instructions, or 
where it might be marginal we ask for 
a co-maker, telling the applicant what 
kind we want and explaining why. 
Generally, we prefer to have each loan 
stand on its own, and we do as little 
co-maker business as we can. 


Usually, the borrower replies or 
signs as is required, and either stops 
to pick up the check, or we mail it 
back. The latter procedure we prefer 
and it is the most common. 

We have kept track of the results 
from the borrow-by-mail promotion, 
in relation to its cost. Usually our 
newspaper ads are two columns wide 
and 97 lines deep, making a total line- 
age of 194, and our costs run $1 to 
$1.70 a line. On the average we figure 
about $275 an ad. We have had suffi- 
cient experience so that we can antici- 
pate an average of better than 50 
responses to each insertion, although 
we have had as high as 126. We have 
also discovered that there is not an 
equal ratio between the circulation of 
the four newspapers and their relative 
drawing power, and we have found 
that different dates bring varying re- 
sults, so within certain limits we can 
control the responses we receive. One 
newspaper produces 60 worthy appli- 
cants out of 100; two newspapers 
range about 50-50; the fourth paper 
brings about 40 that are qualified and 
60 that we reject immediately. 

Our rejections are handled through 
a routine multigraphed letter, so the 
expense is slight. Therefore, what ap- 
pears to be a high proportion of mar- 
ginal risks is not really such a serious 
problem. We did have an unusually 
high percentage of rejects during De- 
cember and January, and we are study- 
ing this development carefully. It may 
have been due to the timing, i.e., ad- 
vertising personal loans during the 
Christmas season when cash is at a 
premium and in January when indi- 
viduals are heavily in debt. It may 
also be that our loan application type 
of advertising has now attracted the 
attention of professional borrowers, 
and we are being “shopped” by them. 
Fortunately, the list of such individ- 
uals will not be too long, and will 

See BORROW-BY-MAIL CAMPAIGN—Page 88 


Reviewing results of the borrow-by-mail promotion 


From left: James Beattie, loan officer; Edwin J. Tietz, vice-president; 
Raymond Foote, assistant cashier 
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Using a variety of approaches, the writer has 
thawed out the bank’s frostbitten dignity. 
and found many ways to make friends 


PUBLIC RELATIONS 
In Dav-By-Day Banking 


HEN I became president of this 

institution in 1946, it still cher- 

ished the frostbitten dignity 
that in a bygone era was considered 
the only possible attitude for a sound 
bank to show the public. 

Coming into the bank many years 
previously fresh from school, I had 
brashly believed that a more relaxed 
manner might make us more friends 
without necessarily raising our credit 
losses. Through the years I stubbornly 
clung to this theory until at long last 
as head of the bank I was in position 
to test it out. 

In the interval we certainly have be- 
come more friendly with our custom- 
ers and the general pubiic. We not 
only can detect this increased cordial- 
ity in their attitude but also we can 
measure it in our bank’s increased 
share of available banking volume. We 
are accordingly happy to report that 
even though our loan activity has 
grown tremendously, our loss percent- 
age has remained gratifyingly low. 

What we have accomplished might 
be termed putting the theory of pub- 
lic relations to work in day-by-day 
banking. In concrete terms, we have 
proved by actual experience a couple 
of propositions so obvious that they 
should not need proving: 1. People 
will do more business with you if you 
make it more enjoyable for them; and, 
2. in an organization where your em- 
ployees deal with the public, it is 
essential to enlist them in the pro- 
gram of making friends. 

Our approaches to this problem have 
been from so many directions and 
have involved so many different 
groups that at first glance not all of 
them appear even related. But they 
all are aimed to accomplish the same 
general sort of result. It is amazing 
how many friendly turns can be given 
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President, The Tootle-Lacy National Bank, 
St. Joseph, Missouri 














At monthly staff meetings, there’s food with officers’ desks becoming tables 


An “Explaining Your Business” program of employee communication, link 


to familiar objects and services, once 
thinking gets started along this par- 
ticular line. When we have been at 
it long enough and _= successfully 
enough, we have confidence that their 
overlapping will become apparent as 
parts of our long range objective of 
becoming ever more friendly with 
our customers and with the public. 
It might make a brisker story if we 
could start out by telling of our more 
ambitious steps, and the distances 
covered thereby. It will be easier to 
comprehend, however, if we tell it in 
chronological order as it actually de- 
veloped. This unfortunately involves 


setting some of our least pretentious 
efforts in the prominence of the early 
position. The fact is that we went 
about the program tentatively, even 
a little timidly—that we crept before 
we walked. 

Our first small venture away from 
our traditional dignity came when we 
increased our working space. The 
bank took over for its savings and 
small loans departments a room in an 
adjoining building. We painted the 
walls here a cheerful bright tone. We 
redecorated the lobby walls, other 
public rooms, and even the safe de- 
posit vault space in similarly lively 
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President Tootle (shown in foreground, in dark suit) is a familiar lobby figure when the coffee pot’s in action 


A typically friendly gesture, and a popular one, is the bank’s weekly Friday afternoon coffee hour. 





colors. Then, just to kick up our heels 
a little, we hung on the newly painted 
walls a family collection of old sport- 
ing and hunting prints. 

Customers on first sight of the color 
scheme expressed their delight, and 
have continued telling us that they 
like it. As for the prints, there have 
been customers examining these with 
keen interest at practically any mo- 
ment during lobby hours ever since 
the prints were hung. 

Another friendly move was our 
coffee hour. On Friday afternoons our 
bank reopens from 4 to 6 o’clock. Or- 
iginally this was principally for cash- 
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Mr. Tootle discusses bank and economic affairs, and later there’s dancing 


linked with social evenings, adds to staff understanding and cordiality 


ing pay checks, but it long since out- 
grew that single service. One busy 
Friday afternoon about three years 
ago the front door was bringing in a 
steady flow of customers and cold air, 
and I was wistfully thinking of a cup 
of hot coffee. That suggested the idea. 
The following Friday when we re- 
opened at 4 p.m. there was a coffee 
table in the lobby with one of the 
bank girls pouring. 

Word soon spread around town, and 
folks began wandering in for coffee— 
professional people, merchants, truck 
drivers, everyone. Now, our Friday 
afternoon coffee is a local institution. 


We have a special two-piece copper- 
topped table that sets up as a semi- 
circle just inside our front door, with 
big old-fashioned copper coffee pots. 
The bank’s officers stand around talk- 
ing with visitors, except when they 
have to transact some desk business. 
We can trace no major commercial 
business to this custom, but it has 
brought us a good many personal 
checking and savings accounts. There 
is no way to measure the extent to 
which it has strengthened our ties 
with our customers, but we know that 
this gain is important. 

Thus far the results of informality 
were all plus and no minus. We decided 
to add a little music. So we installed 
a record player with convenient out- 
lets not only in the working depart- 
ment but also in the lobby. We buy no 
noisy records, and we keep the speak- 
ers tuned unobtrusively low. Custom- 
ers are so used to it that they no 
longer comment. But it is interesting 
to watch the forehead furrows disap- 
pear from someone who comes in from 
the street wearing a worried expres- 
sion and relaxes perceptibly while 
transacting routine business. 

Our institution has a desirable vol- 
ume of correspondent bank accounts 
in the surrounding area. How to 
cement closer relations with these 
customers always has been a problem. 

Eventually we found the answer in 
our policy of friendliness. We began 
giving an annual one-day golf tourna- 
ment. Seventy-five correspondent 
bankers came last year, about a dozen 
local commercial customers, and half 
a dozen of our own officers. We set up 
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one of St. Joseph's lerger employers. The 





PAID ON SAVINGS Their grein elevators have # capacity of more 

Your eccovat ix 
welcome ot Tootle 
Lecy no matter how . 
omell Aunt Jemima Pancake Flour, nemed for the 


than 2.000.000 bushels. 


shelves 








legendary pancake queen, was orignated in 





St. Joseph in 1889. it become « Quaker Oats 
product in 1925. A year's production of Aunt 


munity life. 


Mertirwest Carmer Sicth amd Preach Stree 





eoceet rurmes. = aseet conmonares 





The Quaker Oats Co. 


One of Our Larger Industries 


Jemima Ready Mixes placed side by side 
would bend the world twice. 


isin: Dalvie alates dae cits ath, I RE Cen nee 

Fe nine mites of privately owned reilreed trecks pee eR E GE ERIE SI REE: 

ach year. tt has been estimated thet 75% 

of the families in the United States hove one 
or more Quaker Oats products on their pantry 


Quaker Oats employees form on impartent 
segment of St. Joseph's industrial and com- 


Tootle- Lacy National Bank 


ing the bus at our corner, 
and several accounts can 
be traced directly to this 
fact. 

As we concentrated on 


ra) OIE finding ways to be friend- 
on its way ly, other possibilities 


opened up. We long had 
been dissatisfied with our 
advertising, because it 
was just like every other 
bank’s. It offered the pub- 
lic practically identical 
services, and provided no 
single compelling reason 
why anyone should select 
us to bank with. Why not, 
we asked ourselves, exper- 
iment with using our ad- 
vertising as a friendly 
influence? 

The upshot is a series 
of newspaper advertise- 
ments that have been 
running every two weeks 
for a year. These are 
aimed at enlisting the 





One of a series on St. Joseph industries 


Advertising has been revamped to make it 
a more friendly influence 


the foursomes, provide golf prizes, and 
guarantee our guests that both lunch- 
eon and dinner will be free of 
speeches. Bankers come from as far 
as 200 miles, and the affair shows 
every sign of growing in popularity. 
A lesson that we learned fairly early 
in our career of being friendly is that 
the spirit counts even more than the 
scale. Folks like a small friendly act 
just as much as a big one. Probably 
nothing else that we do brings us more 
appreciation than our umbrellas. It 
started one rainy day when an officer 
accidentally had a spare umbrella at 
his desk and offered it to a damp 
customer. This seemed a good idea so 
we bought a dozen umbrellas, each 
with an inconspicuous metal band on 
the handle marked, “Return when the 
sun shines. Tootle-Lacy.” We actively 
thrust these at customers when they 
come in out of a shower inadequately 
protected. Whenever it rains, a few 
people come in just to borrow them. 
Thus far, we have not lost an um- 
brella; they always come back. 


UR benches represent the same 

minor type of thoughtfulness for 
others. It happens that several buses 
stop at our corner, and there usually 
are a few people outside waiting. With 
the city’s permission we put a few 
stone benches on each side of the 
bank building, which not only serves 
bus lines on the two streets but also 
gives people a choice of sunny or 
shady shelter. A good many people 
who like to do their waiting sitting 
down have formed the habit of catch- 
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interest and getting per- 
sonal accounts of indus- 
trial employees—though 
we would not object to 
obtaining some good in- 
dustrial business at the same time. 
Each advertisement briefly recounts 
the history and the scope of a St. 
Joseph industry, and is illustrated 
with a large photograph that tells a 
good deal about the subject company. 
In each picture we are careful to in- 
clude, and identify in the caption, 
officials and lower-echelon employees 
of the firm in obviously friendly con- 
versation with one or two officers of 
our bank. The only other references 
to the bank are its logotype at the 
bottom of the advertisement, and a 
boxed-in “Your account is welcome at 
Tootle-Lacy no matter how small.” 
Our original plan was to publicize only 
companies that are our customers, but 
now we select the subjects without re- 
gard to where they bank. 

As these efforts in friendliness de- 
veloped one by one, they perceptibly 
nudged the bank’s staff to greater 


cordiality in dealing with the public. 
We had been keeping our eyes open 
for some really effective way to tackle 
this part of the problem, without get- 
ting any ideas that seemed too promis- 
ing. 

Then last summer, more as a Civic 
duty than from any active interest, 
I accompanied a St. Joseph friend to 
a meeting in Kansas City sponsored 
by the Chamber of Commerce of the 
United States. Its subject was the 
chamber’s Explaining Your Business 
program for employee communication 
and it turned out to offer precisely the 
mechanism we had been looking for. 
The goals of the E Y B program are 
far more ambitious and comprehen- 
sive than merely achieving more 
friendly relations between clerks and 
customers. But it was apparent that 
if we could attain the worthwhile 
over-all objectives of this program, 
we were at the same time certain to 
make a great deal of progress toward 
the better public relations which are 
our immediate aim. 

We follow the National Chamber 
outline closely, because we have seen 
no way to improve on its approach 
to the problem. As this article is writ- 
ten, we have held three of the eco- 
nomic education meetings at intervals 
of one month. 


HEN the day’s work is cleaned 
up on meeting night, usually 
about five o’clock, the session convenes 
with most of the bank’s 55 people 
gathered in the officers platform area, 
and the overflow in the lobby. There 
has been good-natured kidding in the 
organization because Otto Neidinger, 
a janitor, always manages to settle 
down in my place, where he leans back 
puffing his pipe, puts his feet on the 
desk, and in general makes himself 
comfortably at home. This is exactly 
the spirit we wish cultivated, and by 
common consent Otto seems likely to 
continue using this space for E Y B 
meetings. 
I make the talk each time, after a 
good deal of preparatory work. Any- 
See PUBLIC RELATIONS PROGRAM—Page 84 


One of the little devices that is used to popularize the bank 


“Emergency” checkbook, matchbook size, contains five checks 
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No one would bid on the duck swamp 
property until the advent of... 





By 
FRED COPELAND 


Illustrated by Chas. Herzog III 


RESIDENT Perkins scratched his 

elbow and wrestled painfully with 

the words that filled his plump, 
provoked cheeks. 

“After all of the busted places we’ve 
sot rid of to clean up a mortgage, 
i’m surprised, gentlemen, none of you 
are smart enough to get rid of Mose 
Wiggins’ wild duck marsh and the 
cabin that sits thereon.” 

The directors of the Ferndale Na- 
tional Bank nibbled languidly at the 
edge of Mr. Perkins’ words and 


glanced skittishly at each other round 
the table. 


“Spearhawk!” exploded President 
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Perkins, “you’re supposed to be our 
prime clerk of wildlife. Can’t you get 
a bid on our duck swamp?” 

“Mr. Perkins,” intoned Mr. Spear- 
hawk in a hollow voice as though 
speaking from a diving suit, “it’s 
under water so much of the year I can 
hardly get there with a customer to 
prove it isn’t lake bottom. Even the 
cabin sits on stilts.” 

“It’s dry this time of the year, isn’t 
ay” 

“Well, I suppose you could walk on 
the lily roots if you kept hold of the 
boat. The last prospect I showed it to 
scraped ten mosquitoes off his neck, 
and hollered for full power back to 
the mainland. I’ve built up a frightful 
bill hiring boats to show off that mos- 
quito bog.” 

“It’s a shame we ever had to take 
a mortgage on that property to secure 





rive 


Mose Wiggins’ no-good personal note 
of $2,000, but Mose will deed it to us 
if we can find a customer.” Mr. Per- 
kins looked at Director McTavish. 
“You Scotch gentlemen have got rare 
head-pieces on you,” he praised. “Can 
you think of anything?” 

“You'll have to show it in duck- 
flying time when the water is lowest 
in the fall. It needs an exciting ele- 
ment.” 

“Eh-h, gentlemen,” slowly broke in 
Director Clutchbill, feeling cautiously 
of his grey goatee, “if I may be 
allowed to dive into this water-bogged 
problem, I suggest we tackle some 
prospect far from our shores. There 
must be a wholesale mess of money 
somewhere, judging by the swarm of 
New York cars tearing through this 
state. Amongst them we might catch 


See MR. CLUTCHBILL—Page 86 
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The Potomac rises as a small stream 


Potomac Portra 1t in the Appalachians near the far south- 


western corner of the State of Maryland. 





NO. 1 IN A SERIES DEPICTING THE PRINCIPAL FEATURES OF WASHINGTON’S HISTORIC RIVER 





Ollie Atkins 


Original Office of the Capital’s largest bank 
which started 118 years ago as a small exchange 


and brokerage business on Pennsylvania Avenue. 
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Treasury Is Optimistie 
On June Financing Outlook 

When a marketing executive hits 
upon a combination that rings the bell, 
it is a safe bet that he will try it again. 
It is even safer when he announces 
that he will undoubtedly do so. 

Secretary of the Treasury George 
M. Humphrey, through an _ official 
spokesman, made known his deep sat- 
isfaction in the results of the mid-Feb- 
ruary endeavor to switch into medium- 
term securities some $13 billion of ma- 
turing notes and certificates, and at 
the same time to attach extenders to 
$8 billion of long-term bonds due to 
mature or be called on June 15, 1954. 

The result of the operation, involv- 
ing nearly $21 billion of outstanding 
Government securities, was the suc- 
cessful exchange of $11 billion for the 
new 7-year and 9-month 214-percent 
bonds. Approximately $7 billion of the 
maturing notes and certificates were 
traded for l-year 1°¢-percent certifi- 
cates. Of the $8 billion of June-matur- 
ing or called bonds, $5.5 billion or 
nearly 70 percent were turned in, in 
exchange for the new 214’s of nearly 
8-year maturity. 

Mr. Humphrey’s spokesman said the 
Treasury realized somewhat more out 
of the June maturity exchange than 
was expected. He noted with a touch 
of jubilance that the Treasury hit a 
money market bull’s-eye with an issue 
which didn’t carry a “hat-size” coupon. 
This, incidentally, can be taken as an 
indication that future Treasury secur- 
ity issues will be designed so far as 
possible to carry round-number inter- 
est rates, such as 1'%-percent, 2-per- 
cent, or 2%%4-percent, and so forth, 
rather than rates shaved off to eighths 
and sixteenths. 
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RFC Business Loans Offered 
to Commercial Banks 

Administrator Kenton R. Cravens 
has appealed to the patriotism of 
bankers to aid him in liquidating the 
business loan portfolio of the Recon- 
struction Finance Corporation, par- 
ticularly in the area of loans under 
$100,000 which make up the bulk of 
the RFC stockpile. 

There are two routes of bank as- 
sistance, one direct and the other in- 
direct. The direct method is a plan to 
cause each borrower’s own banker to 
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By JOHN DONOGHUE 


Washington Correspondent 





Left to right: Barney J. Ghiglieri; Adminis- 
trator Cravens; and Deputy Administrator 
Laurence B. Robbins 


Aiding RFC liquidation 


undertake to service the loan on behalf 
of the managers of a consortium of 
banks participating in the underwrit- 
ing operation. The indirect method is 
a bank’s participation in the con- 
sortium. 

In explanation of how the RFC busi- 


ness loan liquidation plan works, Mr. 
Cravens made this statement: 

“If we have a $100 million portfolio 
heré, we would make a deal with the 
banks on this kind of basis: Let us 
say that they have bought a $70-mil- 
lion interest in the whole pool, and 
they would give the Government $70 
million in cash. So at that point the 
Government has a $30-million interest 
and the banks have a $70-million in- 
terest. — 

“Then say 2,000 banks would take 
over the servicing of the loans. The 
money would be remitted, as it was col- 
lected, to a Federal Reserve Bank as 
fiscal agent. At the outset, the first of 
that money would go to reducing 
the certificates of indebtedness, the 
bankers’ interest in the pool. At a 
point, we will say, when it got down to 
maybe a 60-40 relationship, or 50-50, 
then the money would be applied to 
both the Government’s and the banks’ 
interest.” 

Would the RFC sell a loan to an 
individual, as distinguished from a 
bank? In answer to this question by 
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Representative Passman of Louisiana, 
Mr. Cravens gave a flat “No.” “Not 
without the borrower’s consent. It 
would be unfair to sell a loan to some 
speculator or somebody that might 
want to harm the borrower.” 

Details of the plan were announced 
on Washington’s Birthday by Barney 
J. Ghiglieri, special consultant to Mr. 
Cravens. Mr. Ghiglieri is president of 
the Citizens National Bank of Toluca, 
Illinois, and a former president of the 
Illinois Bankers Association. 

Mr. Ghiglieri is currently staging a 
“‘road-show” which began in New York 
City February 26, proceeding to At- 
lanta, St. Louis, Dallas, Denver and 


San Francisco. At each station bank- 
ers are being urged to jump aboard 
the drive to: 

1. Return immediately to the Gov- 
ernment cash so sorely needed. 

2. Save approximately $15 million in 
administrative and servicing costs to 
the Government. 

3. Restore the borrower to his nor- 
mal community banking relationship. 

Of the three objectives named by 
Mr. Ghiglieri, the last is the most sig- 
nificant. The only reason for the exist- 
ence of an RFC or a Small Business 
Administration is the possibility of 
breakdown of the “normal community 
banking relationship.” 
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Federal Savings and Loan 
Branching Scrutinized 


Sometimes the use of a familiar 
label can clarify a complex and delicate 
issue for the benefit of those who are 
so close to it that they get lost in 
details. By this device, Senator Pres- 
cott Bush of Connecticut was success- 
ful in laying bare the elements of the 
issue of Federal savings and loan 
branching. 

The bill under consideration was the 
measure entered by Senators Capehart 
and Maybank, designed to restrict the 
branching of the Federals to the lati- 
tude permitted to state associations by 
state law or practice. The bill con- 
tained a concession to the Federals in 
that they would be given greater lati- 
tude if in a particular state wider 
branching opportunity was permitted 
to mutual savings banks than to state 
savings and loan institutions. 

The key issue under debate was a 
proposal to add, after the mention of 
mutual savings banks, the words: “‘and 
commercial banks.”’ The effect of the 
amendment would be to grant to Fed- 
eral savings and loan associations 
equal branching to that of commercial 
banks in states, where the sovereign 
state government has seen fit to permit 
more branching by commercial banks 
than by the mutual institutions. 

Mr. Bush borrowed a phrase from 
the tariff lawyers by terming this the 
“most favored nation” treatment. The 
phrase caught on instantly; the 50-odd 
representatives of the many trade as- 
sociations and institutions participat- 
ing in the hearings saw at once where 
the real dispute lay. It was a question 
whether commercial banks should be 
included with the mutual savings 
banks and state savings and loan asso- 
ciations in the group from which the 
“most favored nation” is to be chosen 
as the standard for branching powers 
of the Federal associations. 

The Home Loan Bank Board, whose 
authority to grant Federal branch 
permits would be limited by the bill, 
took the stand that no legislation is 
needed at all. Both Chairman Walter 
W. McAllister and Board Member Wil- 
liam K. Divers held that the Board 
merited the confidence of Congress in 
its current effort to arrive at a state- 
ment of supervisory policy that would 
adequately handle the question. 

It appeared logical that if the Senate 
subcommittee should decide to adopt 
the “most favored nation” principle, 
there would be little need for legis- 
lative action, since the Home Loan 
Bank Board was already applying that 
principle, in the design of its proposed 
supervisory regulations. 

The Board may have suffered a re- 
verse in its previously announced 
policy of considering any state a 
branch-bank state under the “most 
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Meal ticket for your family 
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... from a recent advertisement of the 
Prudential Insurance Company of America 





The extensive use of La Monte Safety Papers by large cor- 
porations is once again illustrated in the above clipping 
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favored nation” principle if a bank 
holding company operates within its 
borders. New York State Bank Super- 
intendent William A. Lyon pointed out 
that Illinois, a staunch unit-bank state, 
would be eligible to be declared wide 
open for Federal savings. and loan 
branching on the ground that a few, 
less than 1 percent, of its banks have 
holding company affiliations. 


After the hearings, it appeared that 
the proposed branch-restricting law 
has a good chance of passing the 
Senate, with or without the “most 
favored nation” proviso. There has 
been no indication of effective enthusi- 
asm for the bill in the House. 


Savings Bond Changes 

During coming months the Treas- 
ury Department is going to make im- 
portant changes in the role of banks in 
the sale and redemption of U.S. sav- 
ings bonds. 

Edward L. Kilby, Commissioner of 
the Public Debt, revealed the plan in 
closed-door hearings before a House 
Appropriations Subcommittee. Soon 
thereafter, modifications of the plan 
were disclosed. As it works out, the 
prospect is somewhat as follows: 

(1) The Treasury’s Savings Bond 
Division is committed to a plan to pay 
less attention to the $25 E-bond in its 
promotional work. Obviously, the 





What if Rip Van Winkle 
had been a Canadian? 


If Rip had taken his nap in the 30’s, he would not recognize the 
industrial Canada of today. Since World War II alone, over 

$3 billion has been invested in manufacturing; more than 1,500 firms 
producing aircraft, electronics, machinery, machine tools, plastics, 
nylons and many other manufactured products have started in business. 


Imperial Bank has an expanding branch program to serve this 
industrial progress. In Ontario and Quebec, two of Canada’s major 
industrial provinces, Imperial Bank of Canada has a chain of 
branches linked to the many other branches serving the 

industrial, mineral and farming areas in Canada from coast to coast. 
Imperial Bank is, therefore, able to provide up-to-date information 


on Canada’s changing scene. 


LET IMPERIAL BANK KEEP YOU 
UP-TO-DATE ON CANADA! 


We invite interested U.S. Banks to investi- 
gate our services as a correspondent bank. 
Write: Imperial Bank of Canada, Head 


Office, Toronto. 


IMPERIAL 


“the bank that sewice built” 
IMPERIAL BANK OF CANADA 












Treasury’s cost of selling a $25 bond 
is more percentage-wise than that of a 
$50 or a $100 bond. 

(2) The printing of $25 bonds will 
be delegated to the “offset” process, 
the same process employed by the let- 
ter-shops engaged by many banks for 
the production of forms and advertis- 
ing material. Bonds of higher denom- 
ination will continue to be printed by 
the same intaglio process that is used 
in the manufacture of paper money. 

(3) The sale of savings bonds 
through post offices is to be discon- 
tinued. An exception is made in the 
case of a small community where the 
bond sale service of a bank is unavail- 
able; such local community post offices 
may continue to sell savings bonds. 

Strong criticism has met the Treas- 
ury’s plan to print savings bonds by 
the “offset” process. The principal 
source of the criticism was the labor 
union representing the artisans of the 
engraving trade whose jobs were 
threatened with abolition. After a 
period of negotiation, it was decided 
to limit offset work to $25 bonds. 

Opposition to the offset-printing 
plan made its case on the ease of 
counterfeiting of savings bonds. For 
the relaxation of bankers’ worries, the 
Treasury issued this statement: 

“In the unlikely event that counter- 
feit savings bonds are presented to 
a paying agent and escape detection, 
and payment is made to the owners 
named on the bonds, the agent will not 
be held liable for the erroneous pay- 
ments provided the regular, required 
payment procedure has_ been ob- 
served.” 





CAPITAL NOTES 











Bankers should jot. into their legal 
notebooks the victory won by the Erie 
County United Bank of Vermillion, 
Ohio. The United States Tax Court has 
ruled that an asset is not necessarily 
bad for tax purposes just because a 
bank examiner dislikes it. In this case, 
the bank wrote off items questioned by 
the examiner, but did not take tax de- 
ductions. Later, when the assets began 
to pay off, the Tax Court ruled that the 
Internal Revenue Service must keep 
hands off. 


e 


An obscure section of the Admin- 
istration’s housing bill is designed to 
correct the absurd situation of Federal 
savings and loan associations*in dis- 
ciplinary matters. The Home Loan 
Bank Board now has no means of en- 
forcing its authority short of firing 
the management of an association that 
is deemed to be mismanaged. Under 
the proposed bill, there will be alter- 
natives less than the death penalty. 
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ALITY SPOTLIGHT 





In top management changes at Mer- 
cantile Trust Company, St. Louis, Mis- 
souri, W. L. Hemingway has been made 
honorary chairman of the board. The 
one-time A.B.A. president is succeeded 
as Mercantile’s chairman of the exec- 
utive committee by Hord Hardin, 
formerly executive vice-president. Pres- 
ident Gale F. Johnston has been elected 
vice-chairman of the board and presi- 
dent. 

Howard E. LaBarr, head of the 
operations and service department, has 
been advanced to vice-president, and 
George L. Eschbacher elected secre- 
tary. Five new assistant vice-presidents 
are Holland F. Chalfant, Jr., Paul J. 
Harbaugh, Percy Maes, W. C. Moore, 
Jr., and Elmer F. Motzel. C. F. For- 
cade and R. Seib assistant 
cashiers. 


are now 


° 


Another important step in the long 
career of Torrence E. Hemby with 
American Trust Company. Charlotte, 
North Carolina, was his elevation to 
the office of the chairman of the board, 
where he will continue to be the bank’s 
chief executive officer. His successor 
as president is Addison H. Reese, for- 
mer Maryland banker, who joined the 
American Trust in 1951 as executive 
vice-president. 

In other promotions R. E. Kerr, C. 
B. Campbell and S. W. Black, Jr., vice- 
presidents, were advanced to senior 
vice-presidents. and B. W. Barnard, 
vice-president and trust officer was 
named senior vice-president and senior 


Elevated to senior v.p.’s 


B. W. BARNARD S. W. BLACK, Jr. 
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T. E. HEMBY 


Share management tasks at 


trust officer. J. B. Bostick was elected 
vice-president and trust officer, Cecil W. 
Davis, Jr., was named assistant treas- 
urer. 

Mr. Hemby joined American Trust 
Company in 1906 when the bank was 
less than five vears old and the staff 
had only six members. He has been 
president for the past 11 years. 

3efore joining the bank, Mr. Reese 


“was president and board chairman of 


County Trust Company of Maryland, 
with headquarters in Baltimore. 


a 


On February 1, the 45th anniversary 
of his association with American Se- 
curity and Trust Company, Washing- 
ton, D. C., Corcoran Thom resigned 
as chairman of the board. 

Daniel W. Bell, who succeeded Mr. 
Thom as president in 1946, will now 
serve as board chairman as 
president. 


well as 


4 


Edward E. Brown, chairman of The 
First National Bank of Chicago, has 
been reelected president of the Federal 
Advisory Council of the Federal Re- 
serve System. Vice-president is Robert 
V. Fleming, president and board chair- 
man of The Riggs National Bank, 
Washington, D. C. 

The three directors who round out 
the five-man executive committee of 
the council are Henry C. Alexander, 
president, J. P. Morgan & Co., Incor- 
porated, New York City; Geoffrey S. 
Smith, president, Girard Trust Corn 
Exchange Bank, Philadelphia; and 
George Gund, president, The Cleve- 
land Trust Company. Herbert V. 
Prochnow, vice-president, The First 











ADDISON H. REESE 


American Trust, Charlotte 


National Bank of Chicago, has been 
reelected secretary of the council. 


. 


To fill the place on the board of 
directors left vacant by the death of 
Senator Robert A. Taft, Central Trust 
Company of Cincinnati has added 
Charles Sawyer, former Secretary of 
Commerce, as a director. 


5 


Burleigh B. Draper has been elected 
board chairman of the First Camden 
National Bank & 
Trust Company, 
Camden, New Jer- 
sey. Executive 
vice-president of 
the bank _ since 
1937, Mr. Draper 
has been con- 
nected with bank- 
ing in Camden 
since 1895 when 
he became a $20 a 
month messenger. 
From 1917 to 1924 he was president 
of the Broadway Trust Company. 





B. B. DRAPER 


* 


After delay due to legal action by a 
stockholder, Providence Union Nation- 
al Bank and Industrial Trust Company 
consolidated last month to form the 
Industrial National Bank of Provi- 
dence. It is now the second largest 
bank in New England, with 32 offices 
throughout Rhode Island, and total 
resources of over $479,000,000. 

Walter F. Farrell, formerly president 
of Providence Union, has been elected 
board chairman of the new bank. The 
president is T. Dawson Brown, former 
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FROM AAKHUS TO ZYZIK 


Sort-0-Ylamie 
SORTS THEM ALL! 


With the Todd Sort-O-Namic System your bookkeeping depart- 
ment can sort a// names—swiftly, accurately, efficiently! There 
is no problem of deciphering illegible signatures. 

Improve internal operations with the Sort-O-Namic Sys- 
tem. Sort-O-Namic cuts check-sorting time in half...reduces 
sorting errors by 85 % ... shortens training periods for central 
proof machine operators as much as 20%. 

If your bank is troubled with mis-sorts, mis-posts, mis- 
filings, Sort-O-Namic is the answer. 

To get all the facts about the unique Todd Sort-O-Namic 
System, simply mail the coupon today. 
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| THE TODD COMPANY, Inc., Dept. BCH ! 
| Rochester 3, New York | 
| Please send me complete information about | 
| the Sort-O-Namic plan. | 
Bank 
COMPANY, INC. b Address 
7 City. 
ROCHESTER NEW YORK | 
| Zone State. 
| SALES OFFICESIN “@ PRINCIPAL CITIES | 
| DISTRIBUTORS THROUGHOUT THE WorLD » —— | 
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president of Industrial Trust. Execu- 
tive vice-president is Rupert C. Thomp- 
son, Jr., who held the same title with 
Providence Union. 


e 


When the new American Bank 
opened early this year in Fort Lauder- 
dale, Florida, a $100 savings bond was 
offered as door award to the lucky 








Fellow cashier nabs award 


visitor who came closest to guessing 
the total deposits on the first day of 
business. 

The winner? None other than John 
D. Evans, Jr., cashier of the rival First 
National Bank of Fort Lauderdale. 
He was almost “on the nose” with his 
estimate of $714,000, compared to the 
actual figure of $713,800. 

American Bank’s cashier, Alfred 
Schmacker, right, is shown here award- 
ing Mr. Evans the bond, and he doesn’t 
look too grudging about it, either. 


e 


New president of the Pajaro Valley 
National Bank and affiliated Pajaro 
Valley Savings Bank, Watsonville, 
California, is 52- 
year-old Otto B. 
Larsen who _ has 
been a_vice-presi- 
dent for many 
years. L. H. Lopes 
has retired as board 
chairman after 52 
years of service 

with the two banks, 

i 8§«oad EV. Radiol 
has retired as president. 

In other promotions, Walter J. Dutro 
has become vice-president and a di- 
rector, A. E. Miguel is now cashier 
and secretary to the board, and new 
assistant cashiers include E, F. Dias, 
J. Nielsen and Irene Davis. 

. 





Colonel I. A. Long has been elected 
president of the Southwest Bank, St. 
Louis, Missouri. He joined the bank 
last July when control changed hands. 
He will continue as president of the 


Burroughs Clearing House 
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St. Louis Board of Police Commis- 
sioners; at the time of his appointment 
to this post a year ago Colonel Long 
resigned as vice-president of Mercan- 
tile Trust Company in St. Louis. 


% 


There have been a number of prom- 
inent instances lately where retirement 
from one bank has not halted the 
banking career of the individual in- 
volved. The value of his knowledge 
and experience has been recognized. 

Last month, the announcement was 
carried of the re- 
tirement of Lynn 
Loyd as vice-presi- 
dent in charge of 
the trust depart- 
ment at Harris 
Trust and Savings 
Bank, Chicago. 
Now comes word 
that he has been 
appointed senior- 
vice-president and 
executive head of 
the trust department at Valley Na- 
tional Bank, Phoenix, Arizona. 

Nine officers newly advanced to as- 
sistant vice-presidents by Valley Na- 
tional include Howard Nesbit, J. R. 
Litzelfelner, M. F. Holmes, Wilson 
Barret, F. O. Thalheimer, R. M. Long, 





: 


L. LLOYD 


J. W. Pitts, J. R. Henderson and Glenn 


Johnson. 

W. J. Bury has been named trust 
officer, Kenneth Todd assistant trust 
officer. 

a 


In announcing several officer ap- 
pointments, the United States National 
Bank of Omaha (Nebraska) prepared 
an attractive booklet which carried 
their pictures and some _ biographical 
highlights. Emmett Curry, Fred 
Peters and Henry R. Roose were ad- 
vanced to vice-presidents, while new 
assistant cashiers include K. J. Buck, 
C. H. deWaal, L. S. Foral and E. A. 
Wenberg. 

+ 


A. C. Hughes, who has headed the 
Monterey County Trust & Savings 
Bank, Salinas, California, as president 
and chairman of the board for 30 years, 
recently relinquished the duties of the 
presidency and will continue as board 


President’s duties shifted 


A. C. HUGHES A. P. HOLM 
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Now, any bank can 
have a postage meter! 


@ Even the smallest bank or 
branch can afford this desk-model 
postage meter. The DM is worth 
its low cost in convenience alone! 


@ In the first place, you get rid of old 
fashioned adhesive stamps, and stamp 
sticking, a stamp box, and frequent 
trips to the postoffice to buy postage. 


@ You always have the right stamp on 
hand for any kind of mail—print it as 
you need it, directly on the envelope. 
With your own small advertisement, 

too—if you like. 


= PITNEY-BOWES 


Postage 
~ Meter _,... 






PITNEY-BoweEs, INC, 
3188 PacirFic St., 
STAMFORD, CONN. 


Please send free (1) DM booklet, CD chart to: 


@ The DM supplies postage for bulky 
packets on special tape. Has a moistener 
for sealing envelope flaps. Keeps track 
of postage used on visible registers. Can 
be set for as much postage as you want 
to buy—and protects postage from loss, 
damage, misuse. Saves time and effort 
in mailing—and saves postage! And 
anybody can operate it. 






@ Ask the nearest Pitney-Bowes “7 
office for a demonstration. A 
Or send the coupon. Z 





FREE: Handy chart of Postal Rates 
with parcel post map and zone finder. 





Offices in 93 cities in 
the U.S. and Canada 


Address 
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chairman and chief executive officer 
of the bank. Advanced to the presi- 
dent’s position is Axel P. Holm, pre- 
viously senior vice-president. 


e 


Tom A. Lamar has been elected 
chairman and Claude H. Booker presi- 
dent of the First National Bank, Rome, 
Georgia. Formerly president, Mr. 





T. A. LAMAR 


C. H. BOOKER 


Elevated in rank 


Lamar will continue active in manage- 
ment. Mr. Booker will continue his 
duties as trust officer. 

Charles L. Hampton has been pro- 
moted to vice-president and J. R. 
Simpson to assistant trust officer. 


e 


How an interest in music lead to a 
banking career for Alton P. Cole, re- 


cently elected president of the Home 
Savings Bank, Boston, was told in a 
story appearing in “The Boston Sun- 
day Globe.” As a young man he came 
to Boston to study music when his 
vocal instructor found him a job there, 
and his fine voice made him in demand 
as a tenor soloist among the city’s 
churches. It was in one of these 
churches that he met the late George 
Brock, formerly president of the Home 
Savings Bank, who was instrumental 
in having him join the bank in 1919. 

While he had some offers from fa- 
mous New York City churches, Mr. 
Cole gave up singing about eight years 
ago. He explained that a singing career 
is akin to prize-fighting in one respect 
—you’ve got to be on top, or it isn’t 
worth much. He decided that if he 
couldn’t make a great success of sing- 
ing, it was better to concentrate on a 
business career. 


+ 


Scotland has been known for 200 years 
as a training ground for young bank 
men who later attained distinction in 
their profession all over the world. 
John Madder Wallace, who is today 
vice-president in charge of all Chase 
National Bank of New York activities 
in the United Kingdom, with head- 
quarters in London, has well upheld 
the traditions of his country. 





Mr. Wallace started his banking 
career with the Royal Bank of Scot- 
land. Three years later he came to Lon- 
don. After terms of 
service with the 
Guaranty Trust 
Company of New 
York at its London 
branch, and also 
with the London 
branch of the Do- 
minion Bank of 
Canada, he joined 
the London office 
J. M. WALLACE of the Equitable 

Trust Company of 
New York in 1915, a grim year in 
British history. At the early age of 
36 he was made vice-president of the 
Equitable, and when that institution 
was merged with the Chase National 
Bank in 1930 he retained his vice-presi- 
dency and is now in his 39th year of 
service with the organization. 

Today there is no man more re- 
spected in the Anglo-American com- 
munity in Britian. He is a leading liaison 
link between notable Americans and 
Britons, not only in banking and busi- 
ness but also in the many groups devoted 
to the improvement of Anglo-American 
friendship, such as the Pilgrims, the 
English-Speaking Union, the Scottish 
Council and the Allied Circle. 

The representative of a great Ameri- 
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Hou VhnriftiChech helps Cutld new business for client banks 


Newspaper advertisements, spot radio announcements, 
lobby posters, counter cards, TV film strips, layouts for 


billboards and car cards, folders, and other business 
building aids are supplied regularly to ThriftiCheck 


client banks — in addition to all operating supplies and 





Free reduertioing aud Publicity Portfolio 


If no bank in your community has 
exclusive ThriftiCheck rights, 
send for this free advertising and 
publicity portfolio, together with 
the latest issue of our ThriftiChat 
bulletin. See for yourself how 
ThriftiCheck can help build new 
and profitable business for your 





bank too! 
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imprinting equipment — without cost to the bank. 


Only ThriftiCheck offers such a complete, well-rounded 
service for developing new accounts and increasing 
present account activity. 


e se ° 
j hifi Check Service Corporation 


Successor to Bankers Development Corporation 


100 Park Avenue, New York 17, N. Y. 
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STEEL 


is now giant business 

in the Philadelphia area 
... highlighted by 

U.S. Steel’s tremendous 
new $450,000, 000 
Fairless Works. 


If steel means business 

to your customers, 

you'll benefit 

by offering them 

the “on-the-spot” 

contact provided by 

The Philadelphia National. 
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can bank in London has to be much 
more than a good banker. He must 
have personal and social qualities 
which enable him to smooth out the 
inevitable questions that arise in inter- 
national affairs. Banking hours are a 
joke to these leading men; they must 
expect to be on call about 18 hours a 
day. 

Two world wars, the vicissitudes of 
the pound sterling, the political inter- 
ference inevitable in a disturbed and 
chaotic world economy, have placed a 
heavy burden on men like John Wal- 
lace, who has been at the heart of 


things through it all. Mr. Wallace has 


a large acquaintance not only in the 
British Isles but in the United States 
and Canada as well, and this has long 
been an asset to his bank. 


© 


Following the retirement of W. L. 
Sibley, Walter F. Johnson has been 
named president of the Farmers and 
Merchants National Bank, Abilene, 
Texas. 

Since 1950, Mr. Johnson has been 
president of the Fair Park National 
Bank, Dallas, which he helped to 
organize. 


In other changes, J. M. Haggard has 
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by Watson 


Watson Standard Teller's Cage Units 


—makers of Custom Built 


and Standard 
Bank Counter Equipment 


For a survey of your needs 


without charge, write Dept. F-8 
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established 1887 


WATSON MANUFACTURING CO., Inc. 


Jamestown, New York 


WATSON ALSO BUILDS A COMPLETE LINE OF STANDARD - 
FILING CABINETS AND ROL-DEX ROLLING RECORD UNITS. 
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been promoted to assistant vice-presi- 
dent and W. F. Watts has joined the 
bank as cashier. Formerly an assist- 
ant national bank examiner, Mr. Watts 
succeeds Lawrence Pope, now a vice- 
president at the Security State Bank, 
Houston, Texas. 


¢ 


Promoted to vice-presidents at The 
Detroit Bank, De- 
troit, Michigan, 
are George R. 
Berkaw, Jr., bond 
investment depart- 
ment; Burt R. 
Shurly, Jr., and C. 
Boyd Stockmeyer 
in the commercial 
loan department. 
All were formerly 
assistant vice-presi- 
dents. Newly elec- 

















G. BERKAW, Jr. C. STOCKMEYER 


Detroiters win promotions 


ted assistant cashiers are C. L. Abbott 
and H. B. McPherson. 


° 


Six new officer promotions were re- 
cently announced at the City National 
Bank of Houston, Texas. They are: 
Jack Patterson, vice-president and 
cashier; W. Greer Hubbard, assist- 
ant vice-president; and Ray Eugene 
Matthews, Edwin B. Lierman, Jr., 
Weldon G. Humble and Stephen B. 
Davies, assistant cashiers. 

* 


New president of Checkmaster, Inc., 
New York City, is Raymond Dousseau. 
He has been with 
the company as 


vice-president and 
director since its 
beginning in 1935, 


and has had a ma- 
jor role in popular- 
izing no minimum 


b7. 


balance checking 

R. DOUSSEAU account plans. 
P. E. Shields, 
treasurer, has been given the addi- 


tional title of first vice-president. 


» 
New president of The Texarkana 
(Texas) National Bank is William 


G. Fuller, formerly vice-president and 


Burroughs Clearing House 


ensans 


ts] 


br 














Why Bankers Choose 


Insured Credit Plans 
Mortgage Redemption Plans 




















j 1. Proven customer appeal. Financial institutions report 
that 9 out of 10 consumer credit customers who have 
enjoyed the protection and “worry-free” experience 
of Insured Credit Plans request this service on een 
transactions. 








PROTECTION 


2. Planned by bankers for bankers. The Federal’s in- 
surance plans meet bankers’ needs as stated by bankers 
themselves. Men with a banking background work out the 
actual plans. 


ea! 


3. Custom fit to your operations. The plans we recom- 
mend to you are based on a careful study of your loan 
operations. 


DISABILITY 
PROTECTION 


4. Completely flexible: group or individual plans. 
In all forms: credit life insurance...accident and health 
insurance...combinations...full coverage or unpaid 
balance plans. 


5. Claims paid promptly. Checks air mailed within 24 
hours of receipt of claim. 





JOHN H. CARTON 


President 


6. Streamlined procedure, simple forms. Easy for your 
customers, easy for you. Insured Credit Plans will fit into 


: ; s HAROLD L. BUCK 
your present operations with little or no added detail. 


Vice President and Manager, 
Credit Insurance Division 





7. All promotional tools. Rate charts, plaques, posters, 
folders, newspaper ads—we supply items needed. 


8. Seasoned company, highest rating. Continuous in- 

surance service since 1906. Best’s and Dun’s—leading policy 

owners’ reporting service—give Federal their unqualified 
¢ recommendation. 
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Write for complete portfolio—plans, forms, customer promo- 
tions—on Insured Credit Plans or Mortgage Redemption Plans. 


Banal Lien ane CASUALTY COMPANY 


Wolverine-Federal Tower * Battle Creek, Michigan 
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cashier. H. T. Wiegel, who has been 
board chairman and president, contin- 
ues as chairman and will be active. 

Vice-President C. Frey, Jr., has been 
given the additional title of cashier, 
and Stan Cook, Jr., is now an assistant 
cashier, 


e 


Now serving as chairman of the 
Associated Banks in New Zealand is 
Richard D. Moore, 
who has been gen- 
eral manager of the 
Bank of New Zea- 
land since 1951. He 
joined this institu- 
tion in 1922, and 
served for several 
years on the Lon- 
don -staff. In 1949, 
as assistant general 
manager, he visited 
the bank’s agents in 
the United States and Canada. 








R. D. MOORE 


+ 


Herbert L. Horton, for 17 years 
president and still a director of the 
Iowa-Des Moines National Bank, has 
been elected a director of the First 
National’ Bank of Albuquerque. He 
moved to New Mexico in 1951, in par- 


tial retirement, but soon affiliated him- 
self with the First National, with an 
office in the trust department. 

Promotions at the Albuquerque bank 
have moved Robert Duphorne to vice- 
president, and James K. Trump to 
assistant vice-president. J. L. Thread- 
gill, trust officer, has been given the 
added title of vice-president; John W. 
Stearns, assistant trust officer, has the 
added designation of assistant cashier. 
E. Tomei and B. H. Swinburne are 
now assistant cashiers. 


5 


Floyd R. Lear, Sr., former president 
of the Lafayette Trust Company, Eas- 
ton, Pennsylvania, was recently named 
chairman of the board. Elected to 
succeed him as president was William 
H. Fowler, former executive vice-presi- 
dent of the bank. 

* 


The Liberty Bank and Trust Com- 
pany, Allentown, Pennsylvania, has a 


_ new president, Frank M. Cline. Repla :- 


ing him as treasurer is J. Carl Wether- 
hold. 


* 
Recently elevated at the Norfolk 
County Trust Company, Brookline, 


Massachusetts, Edwin R. Marshall be- 
came board chairman and Elmer O. 

















E. R. MARSHALL 


E. O. CAPPERS 


Move up in Massachusetts 


Cappers, president. Four other staff 
promotions included Francis J. Mor- 
rison and Edwin A. Thompson to as- 
sistant vice-presidents; Harry E. 
Brown, auditor; and William N. 
Pascoe, Jr. to manager of the bank’s 
accounting department. 


e 


Promoted to vice-presidents at the 
Republic National Bank of Dallas re- 
cently are E. B. Fowler, Glenn Facka, 
Nicholas F. Roberts, George Gibbons, 
Walter Brogdon and John R. Sears. 
Advanced to assistant vice-presidents 
are James W. Keay, E. E. Monteith, 
Jr., and Dewey Dean, Jr. James E. 
Magouirk is now trust officer. 

Newly elected assistant cashiers in- 








Write for Literature 
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TELEPHONE. 32-7965 S544A SOUTH 
TULSA, OXLAN OMA 


ROCKFORD 


. ye (vec. ee aa 
Other Designs Available 
in Bronze or Chrome. 
Single or Double Face. 


Changepoin7 PERPETUAL CALENDARS 


WITH FOUNTAIN PENS OR BALL PENS 





Makers of Changepoint 


Fountain Pens ©® Ball Pens 


® Desk Sets © Counter Sets 
Perpetual Calendars 
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Increase Earnings From Your Bond Portfolzo 


An understanding of the most effective use of tax-free state and municipal bonds, 
and U. S. Government bonds—in proper balance—may help you increase the net 
earnings from your bank’s bond portfolio. As one of the nation’s largest under- 
writers and dealers in municipals and as a leading Government bond dealer, the 
Bond Department of The Northern Trust will be pleased to review your present 
investments and discuss the planning of a balanced bond program. We will be 
pleased to have an experienced Bond Officer call at your convenience. 
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50 South LaSalle Street 
BOX N, CHICAGO COM PANY 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


New York Representative: 15 Broad Street, New York 5 
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clude R. C. Atkins, F. Fields, D. 
Grimes, R. Harrell, J. Hemmingson, R. 
Johnson, C. E. Kay, W. M. Reed, II, 
H. Webb, T. Wren and O. Wheeler. 


° 


A merger has brought together two 
Delaware institutions, the First Na- 
tional Bank of Dover and the Equit- 
able Security Trust Company, Wil- 
mington, and they are now functioning 
under thesname of the latter bank. 
Howard E. Lynch, Jr., president of the 
First National, has become a_vice- 
president of Equitable Security in 


charge of the First of Dover Office. 
J. E. L. Scanlon, cashier, becomes an 
assistant treasurer of the merged banks. 


e 


The appointment of a vice-president 
and secretary, six other vice-presidents, 
an assistant vice-president and three 
assistant branch managers has been 
announced by the Mellon National 
Bank and Trust Company, Pittsburgh, 
Pennsylvania. Leland C. Barry is the 
new vice-president and secretary. The 
other vice-presidents are Frank W. 
Adams, William D. Clifford, James K. 








just write to... 






INSURANCE CO. 
AND AFFILIATES 
Wee 

52 WOODLAND STREET 
HARTFORD 15, CONN. 





Where Would You Be 
Without Your Records? 


Probably “up a tree”, unless you had 
Destruction of Records insurance. 

It supplements your physical safeguards 
and assures reimbursement for loss. 
We'll be glad to tell you more if you'll 


The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins. Co. 
Minneapolis Fire & Marine Ins. Co, 
The Central States Fire Ins. Co. 
Atlantic Fire Ins. Co. 

Great Eastern Fire Ins. Co. 
Reliance Ins. Co. of Canada 

















92 Years... 67 Branches 


in South and Central America, 
England, France, 
Portugal and Spain 


Complete International Banking Service 
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Ebbert, James H. Higgins, Alvin G. 
Keller, and John L. Propst. Albert E. 
Coatsworth is the new assistant vice- 
president. Assistant branch managers 
are Edward L. Becker, Kenneth B. 
Cook, and Oliver M. Heim, 


+ 
Marsden S. Blo- 


is, vice-president 
in loans and in- 
vestments at the 
San Francisco 
head office of 
Bank of America, 
has been elected 
to the bank’s man- 
aging committee 
and to the adviso- 
ry council of the 
board of directors. 
Currently he is 
serving as a senior administrator and 
loan officer, and as a member of the 
general finance, investments, bank 
premises and trust committees. 

Edwin McInnis, trust department, 
and J. Hayden Hull, bond investment 
department, have been advanced from 
assistant vice-presidents to vice-presi- 
dents. 














M. S. BLOIS 


® 


At the Hamilton National Bank, 
Chattanooga, Tennessee, Sam D. Har- 
ris has been promoted to vice-presi- 
dent, D. Hoyt Holloway to assistant 
vice-president and assistant auditor, 
Stanley E. Smith to trust officer, and 
assistant cashier posts have been given 
to G. M. Hicks, J. L. Hipsher, G. L. 
Poe and H. J. Bird. 


e 


Changes in the official staff of the 
Community National Bank, Pontiac, 
Michigan, include 
the promotion of 


Robert R. Eldred to 





senior vice-presi- 
dent, and the elec- 
tion of John P. 


Niggeman and Car- 
roll M. Osmun as 
vice-presidents. 
Named assistant 
cashiers are J. P. 
Harrington, H. W. 
Lodge, Jr., H. J. 
Owen, F. W. Richards and R. L. 
Shueller. 








R. R. ELDRED 


e 


Harry H. Ware has been promoted 
to vice-president at the Industrial Na- 
tional Bank, Detroit, Michigan. 


7 

Officers receiving promotions recent- 
ly at the South Carolina National 
Bank, Charleston, were J. H. McGee, 


given the newly created post of con- 
sultant to the trust department; J. L. 
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Burroughs Sensimatic 
Coupon-Ledger Plan 


for installment loan accounting 
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OMPLETE, legible information 

for each installment, including 

balance after payment, is right 
on the customer’s coupon. That’s how 
Burroughs Coupon-Ledger Plan 
stimulates mailed-in payments. Man- 
chester Trust Company, Manchester, 
Conn., found their mail payments 
increased more than 50% when they 
changed to this exclusive plan for 
installment loan accounting with a 
Burroughs Sensimatic. 


The protection and convenience of 
this “ge are especially important. 
On the versatile Sensimatic the con- 
tinuous strip of coupons and the 
ledger are pre-scheduled simultane- 
ously, assuring identical figures. Each 
posting of a paid coupon is proved 
on the Payment Journal. The amount 
of any error is printed, localized for 
quick correction. Partial payments 
are handled with ease. 


Better customer service actually costs 
less, too. The Manchester Trust 
Company finds that five customers 
are now being served in the time it 
formerly took for one. Three tellers 
do the work that used to require 
four, and these three can still handle 
a 50% increase in regular work load. 


Here are all of the advantages of a 
coupon installment plan, without the 
disadvantages. Ask your Burroughs 
man to explain it in detail. He’s listed 
in the yellow pages of your telephone 
directory. Or write Burroughs Corpo- 
ration, Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 
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Aluminum Portable 
Tellers’ Buses of 
Distinction 





























Ask for 1953 Catalog 
"THE STOKES SYSTEM" 


@ PORTABLE BUSES 
@ COIN STORAGE LOCKERS 
@ ALUMINUM COIN TRAYS 


Quality Products Co., Inc. 
P.O. Box 3214 
CHARLOTTE 3, N.C. 
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Calhoun, vice-president; and Norman 
J. Collins, assistant vice-president. 


2 


After serving as president of the 
Union Bank & Trust Co., Montgomery, 
Alabama, for the past five years, 
Grover Keyton has advanced to the 
chairmanship of the board. John H. 
Neill, Jr., executive vice-president, kas 
been promoted to the presidency. 


4 


Officers promotions at the First Na- 
tional Bank in Dallas, Texas, include 
W. Dewey Presley, 
vice-president and 
comptroller; J. 
Cook Evans, assist- 
ant vice-president; 
Curtis L. Aikin and 
Herbert E. Tom- 
linson, F. L. 
Bertrand, John B. 
Clayton, III, H. 
Leonard Jacks and 
Albert Sossaman, all 














W. D. PRESLEY 
advanced to assistant cashiers. 


e 


“The Whimsey Report” is a com- 
plete and unabashed little collection 
of poems by Rod Maclean, assistant 
vice-president, Union Bank & Trust 
Company, Los Angeles. Many of the 
humorous verses originally appeared 
in such publications as Collier’s and the 
Wall Street Journal. They were re- 
printed in a limited edition booklet 
that was distributed during the Christ- 
mas Holiday season. 


4 


Organization of a new Chicago bank, 
the Ashland State Bank, has been an- 
nounced by Eugene 
F. Cronin, presi- 
dent. The institu- 
tion has an initial 
capitalization of 
$300,000. Mr. Cron- 
in is prominent in 
the Chicago area, 
having had 40 years 
of banking experi- 
ence, and was re- 
cently vice-president and trust officer 
of the River Forest (Illinois) State 
Bank. 





E. F. CRONIN 


e 


As one of its series of analyses of 
top jobs in business, “Business Week” 
magazine in its January 16 issue pre- 
sented a close-up study of a bank 
president at work. 

Featured on the issue’s cover, and 
in a detailed report of his daily ac- 
tivities, was William A. Mitchell, 
president of The Central Trust Com- 
pany, Cincinnati, Ohio. The story 
followed in chronological sequence 
all of the manifold appointments and 
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Cover, story feature banker 


decisions confronting the head of a 
busy metropolitan bank for a couple 
of typical days. It gainsays any pop- 
ular notion that the life of a bank 
president is a soft touch, and presents 
some of Mr. Mitchell’s ideas on man- 
agement. 

Mr. Mitchell did not come _ up 
through the ranks of the midwest 
bank he now heads. He began his 
career with the Royal Bank of Can- 
ada, and this took him into the field 
of international banking. Eventually 
he switched to the House of Morgan 
in New York City where he became 
a partner, and after the firm was in- 
corporated he was made a vice-presi- 
dent and member of its executive 
committee. It was from this famed 
financial organization that he ac- 
cepted the challenge to become presi- 
dent of Central Trust. 


e 


Member of a prominent Texas Pan- 
handle banking family, Frank A. Paul, 
Jr., has been pro- 
moted to execu- 
tive vice-president 
of the American 
National Bank of 
Amarillo, Texas. 
Mr. Paul’s grand- 
father, J. C. Paul, 
was a pioneer in 
Texas banking. His 
father, Frank A. 
Paul, Sr., was a di- 
rector and his uncle, 
J. Howard Paul, was president and 
director of the American National. 





F, A. PAUL, Jr. 


e 


Ten recent promotions at the Rock- 
land Trust Company, Rockland, Mas- 
sachusetts, include: Alfred F. Dono- 
van, vice-chairman of the board, Nel- 
son A. Pool, senior vice-president, 
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Notice something unusual about this Picture? 


Here’s a clue: The attractive under-counter cupboards, back panels and foot rests. 
teller’s unit shown in white is actually made They’re interchangeable. Easy to assemble. 





up of 8 separate, interchangeable parts. So flexible that you can have them put 
It’s just one example of the many different together in dozens of different under- 
; ways you can assemble Mosler’s new “Teller’s © Counter arrangements . . . actually “cus- 
? Counter Units” to provide maximum teller tom-build”’ the exact kind of cabinetwork 


efficiency . . . and inclusion of a portable your tellers need. 

teller’s bus in each counter is becoming an And, to help your tellers work even more 
increasingly popular feature. efficiently, you can equip these “‘custom- 
GOOD IDEA, wouldn’t you say? Simple. Not built” cabinets with new Mosler “Swing- 
the least bit expensive. Yet it gives you Way” Seats. It’s amazing how these low- 
one of the best ways of improving efficiency  COSt, modern seats reduce fatigue . . . help 
you ever had. tellers work faster and more accurately. 


In all, there are 13 different Mosler If you’re looking for ways to improve New Mosler “Swing-Way" Seat 


: : . ; , installed with “Teller’ 
“Teller’s Counter Units” available—every- efficiency, mail the coupon for details  {jnity” makes by nae ed 
thing from top units and cash drawers to about these new units. It'll really pay you! __ in efficiency. 




















id ’ ‘ | The MOSLER SAFE Company, Dep’t BCH-3 
IF IT'S MOSLER . . . IT'S SAFE | 32nd Street and Fifth Avenue, New York 1, N.Y. 
| Please send me complete details about your new 
Wee Mosler Safe Company | Mosler “Teller’s Counter Units” and “Swing-Way” Seats. 
ie Since 1848 | NAME POSITION 
S- | BANK 
O- World’s largest builders of safes and bank vaults... Mosler built the U.S. Gold Storage 
2]- Vaults at Fort Knox and the —s bank vaults that withstood the Atomic Bomb at Hireshima : ADDRESS 
it, 4 CITY. ZONE STATE 
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Tes the new Morris miracle SAFE-T- 
SET with the exclusive safety feature. 
Tip it... tilt it...turn it upside down. 
Won't spill. Won't leak. It’s Puddle- 
Proof! The Morris SAFE-T-SET be- 
longs on every office desk. Saves soiled 
clothing, spoiled tempers. Handsome 
modern design in your color and the 
pen with a point in your favor,a Morris 
hard-tip point. Will hold full two- 
ounce ink supply and built with office 


rough treatment in mind. The new 


Morris puddle-proof SAFE-T-SET is 
manufactured by the foremost name in 
the field of matched desk top equip- 
ment. Your stationer can supply you. 
See him today. 


BERT M. ORRIS CO. 


8651 WEST THIRD STREET, L.A. 48, CALIF. 
In New York: 381 Fourth Avenue 
In Canada: McFarlane Son & Hodgson, Ltd. 
Montreal, Quebec 
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Roger D. Hawkes, vice-president, and 
W. Carlton Pratt, treasurer. New as- 
sistant vice-presidents are Arthur R. 
Brewster, George A. Gallagher and 
Russell Osgood. New assistant treas- 
urers are Henry A. Brewster and 
Joseph A. Dunn, and elevated to audi- 
tor is David P. Torrey. 


e 


New president of the Bushwick 
Savings Bank, Brooklyn, New York, 
is Gerald R. Dor- 
man, formerly exec- 
utive vice-presi- 
dent, who succeeds 
Dr. Frank D. Fack- 
enthal. 

Before joining 
the bank in 1952, 
Mr. Dorman was 
Deputy Superin- 
tendent of Banks of 
the State of New York, in charge of 
savings banks. 


G. R. DORMAN 


o 


Vice-President E. Lawrence Wor- 
stall heads a newly formed department 
of the Philadelphia National Bank to 
be known as branch administration. It 
will have under its immediate super- 
vision the West Philadelphia and out- 
of-county offices. Mr. Worstall last 
year served as national president of 
Robert Morris Associates. 


e 


Three officers thus far have been 
elected to head the recently organized 
Oak Forest State Bank, now under 
construction in Houston, Texas. They 
are: Frank W. Sharp, chairman of the 
board, B. D. Tucker, president, and 
Charles E. McLean, executive vice- 
president. 


e 


Clarence W. Brown has been ad- 
vanced to vice-pres- 
ident by the Crock- 
er First National 
Bank of San Fran- 
cisco, and Donald 
B. Parker, E. I. 
Creely, Charles de 
Limur and Willard 
McPherson have 
been appointed 
assistant vice-presi- 
dents. H. E. Olney 
is now trust officer, 
J. J. Connolly assistant trust officer, 
and J. C. Rood assistant cashier. 





Cc. W. BROWN 


ae 


During ceremonies held at the First 
Federal Savings and Loan Associa- 
tion of New York, New York City, 
President Harold C. Hahn matched 
a young polio victim’s weight in dimes 
and contributed them to the March 





Her weight in dimes 


of Dimes campaign. Pictures of the 
event, as shown above, appeared in 
the Manhattan newspapers and the 
scene was also filmed for nationwide 
distribution to television stations. 


e 


Frank B. Merget was recently elected 
executive vice-president of the Mer- 
cantile - Commerce 
National Bank in 
St. Louis, Missouri. 
At the same time 
Mr. Merget was 
elected to the 
board. He has been 
vice-president and 
secretary of Mer- 
cantile National 
since 1951, after 
joining the institution in 1934, 





F. B. MERGET 


e 


The East Hartford (Connecticut) 
Federal Savings Association has a new 
president, the second since its founding 
in 1930. He is Raymond L. Miller, who 
succeeds Stanley Bradford. Mr. Brad- 
ford was named as the new board 
chairman and Roy R. Powers, vice- 
chairman. 

. 


New board chairman and president 
of the Bank of Commerce, Hamtramck, 
Michigan are Edwin R. Monnig and 
William E. Dingman. Other recent 
promotions at the bank include Frank 
M. Blaska, vice-president and cashier; 
Walter J. Hartman, Henry Lasota, 
Harry A. Newberg and Michael A. 
Schaffran, vice-presidents ; Thomas B. 
Smith, assistant vice-president; and 
Anne Dunn, assistant cashier. 


4 


Martin. J. Travers, immediate past 
president of the American Institute of 
Banking, has been advanced from vice- 
president of the Power City Trust 
Office of The Marine Trust Company 
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A neighborly enterprise 


makes its Annual Report 


N EARLY TIMES before man had developed enterprises to provide security against 
loss by fire and other perils, the community-at-large lacked stability. Without 


a dependable system of insurance, the well-being of its merchants and citizens was 
constantly endangered by the hazards of chance and the threat of disaster. 


Today, property insurance offers dependable financial security to the public. 


It is provided, in its most efficient form, by agents and brokers, independent busi- 
nessmen in every community who are friends and neighbors as well as advisors 
to their policyholders. Behind its local representatives stand the strength and 
stability of The Home which has enjoyed the distinction of serving American 
property owners for more than a century. 


ta atte tie | 


PRESIDENT 





Balance Sheet December 31, 1953 
9 
ADMITTED ASSETS 


United States Government Bonds . . . 
Other Bonds . . . . ° 
Preferred and Common Stocks ° 
Cash in Office, Banks and Trust Companies 2 
Investment in The Home Indemnity Company. . . ... + 


. . . - . . . . . . 


Real Estate 


Agents’ Balances or Uncollected Preasiums, less than 90 days due ° 
Other Admitted Assets. . . 


. . . . . 7 . . . . . 


Total Admitted Assets. . . . « « 


LIABILITIES 


Reserve for Unearned Premiums . . . 
Unpaid Losses and Loss Expenses . . . « + + «© @ 
Taxes Payable . . . . « « «© © «© © © © 
Reserves for Reinsurance . . « « «© © © «© © © @ «@ 


Dividends Declared . . 1. 2 «© oe oe eo ee ec oe ope eo @ fe 

Otis Lisbdlities . 2 1 sw te cee eee ehh hhh 
fe ee ee ee ee ee ee ee ee ee ee ee ee ee 

Capital. . 2 «© oe se ee ee oe wee we ew ow eo 

Surpluu. . . .. .» ‘ -* 2 6 @ we & © wo 
Surplus as Regards Policy holders + « eee se © © &, 4% 
Total . . , ; a es *% *. eee eS ee 


NOTE: Bonds carried at $5,752,632.57 amortized value and 


"$ 71,964,673.86 


90,970,307 .64 
150,854,115.00 
35,909 076.68 
14,513,554.00 
6,868,322.19 
20,080,648 .46 
5,860,915.65 





$397,021 ,613.48 








$176,869,947.00 
34,806,349.36 
7,550,000.00 
1,457,663 .89 
2,000,000.00 
4,973,203.10 





$227,657,163.35 
20,000,000.00 
149 364,450.13 





$169,364,450.13 





$397,021,613.48 








Cash $82,500.00 in the above balance sheet are deposited as 


required by law. All securities have been valued in accordance with the requirements of the National Association of Insur- 
ance Commissioners. Based on December 31, 1953 Market Quotations for all bonds and stocks owned, the Total Admitted 
Assets would be $396,941,878.98 and the Surplus as Regards Policyholders would be $169,284,715.63. 


* THE HOME* 
Crsurance Company 


FIRE + AUTOMOBILE * MARINE 
Home Office: 59 Maiden Lane, New York 8, N. Y. 





Directors 


Lewis L. CLarKe 
Banker 


Harovp V. Smit 
President 


Freperick B. ADAMS 
Chairman of Executive 
Committee, Atlantic Coast 
Line Railroad Co. 


Rosert W. Dow inc 
President, 
City Investing Co. 


Georce Gunp 
President, 
Cleveland Trust Co, 


Harotp H. Hetm 
President, 
Chemical Bank & Trust Co. 


Cuartes A. Loucuin 
Vice President & 
General Counsel 


Ivan Escort 
New York City 


Percy C. Mapetra, Jr. 
Chairman of Executive 
Committee, Tradesmens Land 
Title Bank & Trust Co. 


Eart G. Harrison 
Schnader, Harrison, 
Segal & Lewis 


Cuampton McDowe tt Davis 
President, 
Atlantic Coast Line 
Railroad Co. 


Warren S. Jonnson 
Investment Counselor, 
Peoples Savings 
Bank & Trust Co. of 
Wilmington, N.C. 


Henry C. Brunte 


President, 
Empire Trust Company 


Harsin K. Park 
Chairman of Board, 
The First National Bank of 
Columbus, Ga. 
Boykin C, Wricut 
Shearman & Sterling & Wright 


Leroy A. Lincotn 
Chairman of Board, 
Metropolitan Life 
Insurance Company 


Tuomas J. Ross 

Senior Partner, 

Ivy Lee and T. J. Ross 
Henry C. Von Etm 

Honorary Chairman of Board, 

Manufacturers Trust Company 
Joun M. FRANKLIN 

President, 

United States Lines Co. 
Lou R. CranpALt 

President, 

George A. Fuller Co. 
Kennetu E, Biack 

Vice President 


Leonard Peterson 
Vice President & Controller 


Hersert A. Payne 
Vice President & Secretary 


J. Eowarp Meyer 
President, 
Cord Meyer Development 
Company 


Artuur C. Basson 
Vice President, 
Babson’s Reports, Inc. 





The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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STRAYER “Fis 


Any Size You Specify 


EASY SNAP FILE BOX STEEL NYLON ROLLER 


“Style C” 1 STORAGE FILES 


Corrugated Paper—Hinged Lid 
. INTERLOCK IN STACK—Vertical and 
150 Stock Sizes Parallel Horizontal— AUTOMATICALLY 





Mail orders to 


STRAYER COIN BAG CO. 


New Brighton, Pa. 


BANK SUPPLIES 
COIN BAGS 


BOXES—TRAYS 
WRAPPERS 


Check Sorters 
ienagenarienany SY a QUIET—EFFICIENT 


rollers Low in cost 




















SERVING THE BANKING PROFESSION FOR OVER 
50 YEARS WITH FINE QUALITY BANKING FIXTURES 


The ETTL Furniture and 


Manufacturing Company 


Headquarters: 1921-31 N. Twelfth St. 
Toledo, Ohio. Phone ADams 8239 





Detroit Office: 1408 Broderick Tower, Phone WO. 3-9410 


ETTL offers complete design service and are 
manufacturers of high quality fixtures. 


We are thinking about NEW or MODERNIZED FIXTURES for our bank. Without 
obligation please furnish complete information about your installations and ability 


to discuss our program with us. 
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of Western New York, to vice-presi- 
dent in charge of the Niagara Falls 
Area Offices. He succeeds Vice-Presi- 
dent George F. Bates, now assigned to 
Central Administration Offices. in 
Buffalo. 


- 


Lewis B. Cuyler, vice-president in 
charge of personnel 
at National City 
Bank of New York, 
has been appointed 
on an 1l-member 
government reor- 
ganization task 
force to study Civil 
Service Commis- 
sion and _ Federal 
personnel programs, 
and to make recom- 
mendations for improvement. 














L. B. CUYLER 


& 


A joint announcement has been made 
by President James K. Ryan, Great 
Neck (New York) Trust Company, 
and President Arthur T. Roth, The 
Franklin National Bank of Franklin 
Square, New York, telling of the pro- 
posed consolidation of their institu- 
tions under the name and charter of 
the Franklin National. Mr. Ryan will 
become vice-president in charge of the 
Great Neck office and a director of the 
consolidated bank. 


e 


Theodore I. Salamon has been ad- 
vanced to vice- 
president at The 
Public National 
Bank and _ Trust 
Company of New 
York City. Also 
promoted recently 
were Benjamin F. 
Gordon and Frank 
G. Waite, assistant 
vice-presidents. T. I. SALAMON 

2 


At The First National Bank of Chi- 
cago, George Miller has been made an 
assistant vice-president. 





5 


When early this year Hall C. Ross 
was elected president of The National 
Bank of San Mateo (California) for 
the 40th consecutive year, directors of 
the bank and their families staged a 
celebration in his honor. In the 40- 
year interval, the institution’s deposits 
have grown from $361,000 to $12,765,- 
000. 


e 


A 28-year-old bank officer who led a 
highly successful March of Dimes drive 
has been named Tulsa’s outstanding 
young man of 1953, by the local Junior 
Chamber of Commerce. He is Donald 


Burroughs Clearing House 
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P. Flynn, assistant cashier in charge of 
the public relations department at the 
First National Bank and Trust Com- 
pany. Last year’s polio fund campaign, 
which Mr. Flynn organized and di- 
rected as chairman, surpassed the pre- 
vious local record by 65 per cent. 

Capturing the “Outstanding Young 
Man” award is somewhat a habit with 
the First of Tulsa officers. W. W. Mc- 
Lean, vice-president, won the honor in 
1951. 


* 


The 1953 growth of the National 
Bank of Commerce, Memphis, Ten- 
nessee, has resulted in the recent pro- 
motion of nine officers and the raising 





J. A. SWEENEY 


R. A. DICKEY 


Among promotions in Memphis 


of three other employees to officer 
status. New vice-presidents are James 
A. Sweeney and Raymond A. Dickey. 
Named as trust officer is William B. 
Richmond. Six new assistant vice- 
presidents are Ernest D. McDonald, 
Fred W. Lohmeyer, Jack N. O’Hearn, 
Guy L. Oury, Jr. M. F. Polk and 
S. Griffin Walker. Staff employees at- 
taining officer status are James C. 
Kennon, assistant trust officer, Ken- 
neth E. McRae, Jr., and James J. 
Sledge, assistant branch managers. 


*~ 


At the Anglo 
Bank of San 
Drake has been 
promoted to vice- 
president. Six other 
staff members pro- 
moted to _ officer 
status are: Max E. 
Teagarden, assist- 
ant vice-president ; 
A. Northrup 
George, John R. 
Healy and W. Ed- 
ward Searing, as- 
sistant cashiers; 
Francis E. Barton, assistant trust offi- 
cer; and Frank D. Magers, assistant 
manager, Oakland main office. 


California National 


Herbert B. 


Francisco 





H. B. DRAKE 
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Several officer promotions were re- 
cently announced by The Pennsylvania 
Company for Banking and Trusts, 
Philadelphia. Robert A. Wilson, new 
Scaior vice-president in charge of the 
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Why 4 Out of 5 U.S. Banks Use 
Cummins Pertorators 


Cummins Perforators punch holes in 20 checks at a time. Holes say 
“parp’”’, show date of cancellation, give ABA number. 


Holes can’t be erased or altered. They’re the only mark that lasts 
as long as the paper it’s on. 


Holes are punched cleanly. There’s no crimping that produces. 
bulkiness and requires more filing space. 


Cummins Perforators are economical. You buy them. There’s no 
continuing rent to pay. Maintenance costs are kept low by sturdy, 
precision engineering and easy die block replacement. 


Automatic actuation permits one-hand operation. It’s easy to cancel 
10,000 to 20,000 checks an hour on a single Cummins Perforator. 


Dates are easily changed by turning handy dials. There’s no messy 
ink roller to replace or refill, no inky date dies to touch. 


Canceling checks with a Cummins Perforator is easy, pleasant, fast, 
clean, dignified. It’s the modern way. 


oe eee apes 
CUMMINS -CHICAGO CORP., BC-34 | 
4740 N. Ravenswood Ave., Chicago 40, Ill. | 


Please send full information on Cummins High Speed 
(] Perforators C] Endorsers 
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For full information, Name of Bank... 


mail coupon or phone 
Cummins Business 
Machines sales and 
service offices in prin- 
cipal cities. 





Address of Bank 
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| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
l 


ee 








65 





trust department replaces William M. 
David, recently retired. Albert W. 
Whittlesey was also made a senior 
vice-president, and William Potter 
Davis, 3rd, and Charles H. Miller, were 
named vice-presidents. Edward J. 
Cade, Harry Schwartz, Ritter D. 
Young and George Smith were made 
assistant vice-presidents; Albert J. 
Drueding, Clayton McElroy, Jr., and 
Robert K. McInnes, trust officers; 
Henry J. Wylie, corporate trust offi- 
cer; and Earle J. Hinkle, assistant 
comptroller. Six new assistant treas- 
urers include William H. McCloud, 
Daniel S. Bastian, Raymond J. Keller, 


Charles A. Shermer, Robert H. Wood- 
side and Rebecca S. High. 


« 


At the Old Kent Bank, Grand 
Rapids, Michigan, William C. Whitney 
has been named auditor. He was for- 
merly assistant vice-president and 
comptroller of the Texas Bank & Trust 
Company, Dallas, Texas. 

Six branch managers promoted to 
assistant cashiers include F. Dieleman, 
J. Whitaker, J. Yonkman, J. Van Dam, 
P. Feringa and J. Huizinga. 

In the December issue, it was er- 
roneously reported 


that Robert W. 
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keep in touch 
with Japan through 


mF UST BANK” 


Complete Foreign Exchange Banking Facilities 
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HEAD OFFICE : OTE-MACHI, CHIYODA-KU, 


LONDON BRANCH: 1-4 COPTHALL CHAMBERS, ANGEL COURT, LONDON E. C. 2, ENGLAND 
184 BRANCHES THROUGHOUT JAPAN 
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THE EASY way 


fom >) +31 Le) 
OLD PAPERS 


The new “Silver Executive’ Paper Shredder destroys confi- 
dential papers, obsolete records completely . . . quickly! 
Machine is typewriter-size, neat, compact and portable— 
safe and easy to operate. Shreds paper into 1/4” strips... 
makes wonderful packing material. 


Write today for complete details and 10-DAY FREE TRIAL. 


INDUSTRIAL SHREDDER & CUTTER CO. 


204 MILL. STREET 


: SALEM, OHIO 








Gates had joined the Old Kent Bank 
as an assistant cashier, whereas his title 
is assistant vice-president. He was for- 
merly cashier of the Ferndale (Michi- 
gan) National Bank. 


* 


George Barry has been elected an as- 
sistant vice-president, Marvin Heiden, 
cashier, and Harry Wachter, auditor, 
at the First National Bank of Apple- 
ton, Wisconsin. 

. 


Edward F. Swenson, Jr., trust in- 
vestment officer at the First National 
Bank of Miami 
(Florida), has been 
given the additional 
title of vice-presi- 
dent. He has also 
been elected to the 
board of directors. 
Formerly an invest- 
ment banker = in 
New York City, 
Mr. Swenson served 
a term as president of the Investment 
Association of New York. 





E. SWENSON, Jr. 


5 


J. Harold Kivlighan has been named 
the new board chairman of the Au- 
gusta National Bank, Staunton, Vir- 
ginia, Winston C. Baber, president, and 
Anderson W. Carpenter, vice-president 
and trust officer. 

7 

A new cashier, vice-president and 
assistant vice-president at the Bank of 
Kennett (Missouri) are, respectively, 
E. L. Robison, W. C. McHenry, and 
E. M. Merritt. 





. 
After nearly 41 
years of service, 


Roy Dooley has 
been made execu- 
tive vice-president 
at the Bank of 
Crossett (Arkan- 
sas). For the past 
ten years he has 
been cashier of the 
bank. 





R. DOOLEY 
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At the Commercial National Bank 
and Trust Company of Laurel, Miss- 
issippi, T. H. Harris was elected the 
new board chairman; H. H. White, 
executive vice-president; L. Burgess, 
Jr., cashier ; Paul Blount, assistant vice- 
president and trust officer; J. J. Mun- 
dell, assistant vice president; and §. S. 
Hudson, comptroller. 


* 


Thomas C. Boushall, president of 
The Bank of Virginia, Richmond, was 
recently cited by the United States 
Chamber of Commerce for his work in 
business-education relationships. Mr 
Boushall was honored at a dinnei 


Burroughs Clearing House 
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given by the Chamber’s committee on 
education at which time he received a 
plaque in tribute to his services. 


eo 


George P. Broghamer has been pro- 
moted to vice-president of The First 
National Bank of 
Cincinnati, Ohio, 
and Arthur J. 
Tieman, assistant 
cashier. Mr. Brog- 
hamer came to the 
First National as 
an assistant vice- 
president after the 
consolidation of the 
Second National 
there with the First National in 1951. 


e 











G. BROGHAMER 


Thomas F. Gleed, president of the 
Simpson Logging Co., Seattle, Wash- 
ington, is back in a familiar banking 
role. He has been added to the board 
of directors, Puget Sound National 
Bank, Tacoma, Washington. Prior to 
1951, Mr. Gleed was president of the 
Seattle-First National Bank. 


e 


Louis S. Kelly has been made a 
vice-president of The American Ex- 
press Company, Inc., overseas sub- 
sidiary of the American Express Com- 
pany. He will handle activities in 
Germany and Austria. 

American Express also announced 
the appointment of James A. Hender- 
son as assistant vice-president, travel- 
ers cheque sales, and Douglas F. Bush- 
nell, assistant vice-president, money 
order sales. 


& 


Promotion of Eliot J. Swan to vice- 
president has been 
announced by the 
Federal Reserve 
Bank of San Fran- 
cisco. During the 
first half of 1952 he 
supervised the na- 
tional administra- 
tion of Regulation 
W, for the Federal 
Reserve System in 
Washington. 














E. J. SWAN 


«e 


Advanced to vice-presidents at Se- 
uttle-First National Bank are John H. 
Gormley, Miner H. Baker and Frank 
4. Buell. John R. Bouckaert has been 
aised to assistant vice-president, R. B. 
Anderson and L. A. Dodd to assistant 

ishiers and R. J. Pidduck to assistant 
omptroller. 

At the Spokane and Eastern Branch, 
Glenn V. Humphrey has been pro- 
noted to vice-president, while C. M. 
Clark and R. A. Heaton of the Sea- 
board Office are now assistant cashiers. 
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“Glow RIFKIN WALLETS 


Helped Make Cur 
Opening a Success! j 


oereeee 


According to Mr. W. C. Payne, 
Vice-president and Cashier of the Pan American Bank 
of Miami, Rifkin Souvenir Wallets provided a welcome 
personal touch at the recent opening of the bank’s 
modern building. But in addition to being good will 
ambassadors, the bright yellow zippered bags, Nu-Art 
printed in two colors, proved an excellent advertising 
device among customers and prospects alike. 


The Pan American Bank’s new building promo. 
tion is just one of many ways in which Rifkin has 
been serving the banking profession for over 50 years. 
Rifkin zipper wallets, coin bags, safety sacs with 
ARCOLOCK,® handsomely imprinted or embroidered 
with individual insignia, are filling more than half of 
the nation’s banks’ every day needs . . . or special 
events schedule. 


PATENTED 





LINCOLN, 

















an 
DRAWSTRING ZIPPER ZIPPER MAIL AND 
BAGS WALLETS COIN BAGS SACS CURRENCY SACS 
We may have the idea for your particular 
bank promotion . . . or the bank bag answer 
that can streamline your daily 
bank operation. Write: SS 








A. Rifkin & Co., Wilkes-Barre5, Pennsylvania for free literature NS 
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You won’t be able to hide your pride when your boy first becomes a “‘man”’ and tries tl 

to stand on his feet—even though a ruined ‘Sunday suit”? means another strain on . 

an already over-burdened budget. 4] 

The Beneficial Loan System, through its more than 800 offices, takes the sting out of 2 

blows like this—helps whole families to stand on their feet when money emergencies 2 

arise. Beneficial made more than 1,500,000 small loans last year, mainly to families ti 

to meet sudden needs or just the normal demands that can’t always wait for payday. C 


These loans are a kind of family insurance—a big help in maintaining a way of life P 
which is our American heritage. That’s why we say: ‘‘A Beneficial Loan is for a beneficial 


purpose.” r 


More THAN 800 OFFICES IN THE UNITED STATES AND CANADA 

















WILMINGTON, DELAWARE paoenncsa 
a 
Subsidiary Loan Companies: PERSONAL FINANCE COMPANY . . . COMMONWEALTH LOAN COMPANY . . . LINCOLN LOAN } 
CORPORATION . . . BENEFICIAL FINANCE CO. . . . PROVIDENT LOAN AND SAVINGS SOCIETY OF DETROIT ..: ‘ 
C@NSUMERS CREDIT COMPANY . . . WORKINGMEN’S LOAN ASSOCIATION, INC. 
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Canadian Money Market 
The need for developing a Canadian 
money market as a factor in expanding 
Canada’s world trade and investment 
was recently pointed to by James Muir, 
president of the Royal Bank of Canada. 





JAMES MUIR 


Seeks quicker money flow 


“It is time now,” said Mr. Muir in 
his annual report, “for the chartered 
banks and all other financial institu- 
tions in Canada not only to support 
the efforts of the Bank of Canada, but 
to take positive steps to increase on 
their own initiative an activity in 
the development of a Canadian money 
market. Such a market is not only 
a symbol of economic maturity and 
strength, but is in fact prerequisite 
to continued progress in a country like 
Canada, whose economic future de- 
pends on the expansion of world trade 
and investment.” 

In a statement following his annual 
report, Mr. Muir enlarged on his sug- 
gestion by saying that the money 
market is essentially a market in quick 
assets, including Bank of Canada cur- 
rency, deposits with the Bank of Can- 
ada. and short-term government se- 
‘urities. For other corporations these 
issets represent, for the most part, bal- 
*nees with chartered banks and short- 
‘erm government securities. “Any 
improvement in our money market,” 
‘aid Mr. Muir, “would result in greater 
‘ase in converting government securi- 
‘ies into cash and vice versa, and in 
making quick assets more fluid. This 


March, 1954 


By JAMES MONTAGNES 


would tend to facilitate the quick flow 
of money to those needing cash and 
having quick assets to sell, with the 
flow coming from those with surplus 
funds and wishing to purchase similar 
income-earning assets to hold for a 
short period. In this way the money 
market, by increasing the mobility of 
short-term capital, would help to re- 
duce the cost of doing business. Any 
steps toward this goal of increased 
mobility will help Canadian business 
generally and improve our overall abil- 
ity to compete in the world market, 
especially with countries that now have 
more fully developed money markets 
than we have here in Canada.” 


. e 2 


Credit Control 

Changes are presently anticipated 
in the regulations of the Canadian 
government’s Bank of Canada, to give 
the bank greater power over money 
and credit controls. It is understood 
that the proposed new regulations 
would empower the Bank of Canada 
to fix from time to time, a cash ratio 
for all Canada’s banks. At present 
most banks maintain a 10 per cent 
cash ratio of deposit liabilities. 

Canada is one of the few countries 
with a central banking system where 
the central bank does not have author- 
ity over the cash ratio. The proposed 
cash ratios would apply to all the banks 
similarly, and would be public. A 
raising or lowering of the cash ratio 
would be a signal to business in gen- 
eral that credit should be contracted 
or that restraints could be slackened. 
Should the regulation be enacted the 
Bank of Canada’s influence on the 
economy will be felt much more widely 
than it is now. At the present time the 
central bank makes its influence felt 
through market operations and by 
making special arrangements with the 
banks from time to time. 
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New Staff Book 


The Bank of Montreal has revised 
its manual for staff members in view 
of the many new employees who have 
entered the bank’s service. There are 
now over 10,000 men and women em- 
ployed by Canada’s oldest bank, which 
operates almost 600 branches through- 
out Canada. 





The 36 page pocket-sized booklet 
deals with a short history of the bank 
since its founding in 1817 and its 
services to the community. It goes into 
detail on the bank’s training program, 
the opportunities for advancement, 
and means of keeping track of em- 
ployee progress. It describes special 
allowances for work in high-cost cities 
and outposts, employee suggestions, 
covers the pension fund, retirement, 





Manual jor Manbers \4 
of the B of TH Family 


Guide for 10,000 employees 


insurance and sickness benefits, staff 
loans, teller’s risk fund, vacations and 
extra privileges. 
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20th Century Pioneers 

The days of the pioneer are not yet 
over for Canada and numerous new 
mining developments in the frontier 
regions create new problems for the 
nation’s banks. The biggest problem 
is how to set up a branch at a camp 
hundreds of miles from the nearest 
railway or highway. 

Mining and contracting companies 
busy tapping new resources call on the 
banks to open branches in the new 
regions. The banks’ major job is to 
handle the payrolls of the construction 
staffs and later of the miners; to send 
out money to the families of men; and 
to have ready cash available to meet 
requirements of the contractors and 
miners at these new developments. 
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Most of the Canadian banks are ex- 
periencing this post-war pioneering 
and the adventures of the bank staffs 
are far out of line from the usual 
banking duties. 

In northern Quebec and Labrador, 
for example, a new iron ore area is 
being opened up. It requires the build- 
ing of mining facilities, townsites, and 
a 360-mile railway through uninhab- 
ited, rough bush and lake country. 
The job is well on the way, and it is 
expected that iron ore will be shipped 
out sometime this year. The Imperial 
Bank of Canada, Toronto, was called 
on by the mining company to handle 
the banking services required. 


e e e 


Personnel News 

T. H. Atkinson, general manager of 
the Royal Bank of Canada, was elected 
a vice-president at the annual meeting 
at Montreal in mid-January. He joined 
the bank in 1911 at Newcastle, N.B., 





T. H. ATKINSON 


Now a vice-president 


and after service at various eastern 
Canadian branches of the bank, he 
became head of the bank’s bond de- 
partment in 1929, supervisor of east- 
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Travellers Cheques in U. S. Dollars 


fess 


The Canadian Pacific Express Company 
issues United States Dollar Travellers 
Cheques and Money Orders payable 
in United States dollars. 
Redeemable at par by 
The National City Bank of New York, 
New York 
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New York --64 Wall Street 
Chicago: Special Representative’s Office, 38 South Dearborn Street 


600 Branches 4$cr000 Canada -Resources Exceed $2 Billion 


San Francisco - -333 California Street 
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ern Canadian branches in 1938, and 
assistant general manager in 1943. 
He will continue as general manager, 
to which post he was appointed in 
1949. He is currently president of the 
Canadian Bankers’ Association. 


e 


A number of top management 
changes have been made by the Bank 
of Nova Scotia at its general office at 
Toronto. 

George William Chalklin has been 
appointed the bank’s secretary. He 
started with the Bank of Nova Scotia 
in 1930 and joined the secretary’s 
department in 1946. 

B. R. Calder, new assistant general 
manager, started with the bank in 
1912 and last year was made executive 
assistant to the general manager. 

Thomas G. Adams, now assistant 
general manager, started with the 
bank of Nova Scotia in 1911 and in 
1953 was made chief supervisor at 
the Toronto general manager’s office. 

J. Douglas Gibson, new assistant 
general manager, started in 1931 and 
in 1942 became superintendent of the 
economics department. 

D. A. Y. Merrick, assistant general 
manager of the Bank of Nova Scotia 
has retired after 51 years’ service. He 
became chief supervisor of branches at 
Toronto in 1943, and assistant general 
manager in 1945. 

Alex McDougall McBain, a super- 
visor of the Bank of Nova Scotia, has 
retired after 44 years with the bank. 
During World War II he was loaned 
to the government’s Foreign Exchange 
Control Board where he headed the 
public relations department. 


To top-management ranks 


T. G. ADAMS G. W. CHALKLIN 





J. D. GIBSON B. R. CALDER 
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THE BOOKLET COUNTER 





Your Money ... A very interesting 
booklet for bank customer distribu- 
tion, presenting an entirely new ap- 
proach to personal or family budg- 
eting. It is a 32-page book prepared 





YOUR MONEY 


A NEW APPROATH 


*. TO BUBGETING 





For customer distribution 


by a family counselor working with 
the vice-president of a big Chicago 
bank’s savings department, in the be- 
lief that budgeting, like other things, 
is constantly subject to new thinking 
and new techniques. It is well illus- 
trated, practical and.easy to read. 


Real Estate Forecast for 1954 
... Again this year a Cleveland sav- 
ings bank makes available the real es- 
tate forecast annually prepared by 
Dr. Roy Wenzlick, noted real estate 
analyst. In past years, listing of 
this outstanding speech reprint has 
brought numerous requests to The 
Booklet Counter, indicating the wide- 
spread interest in Dr. Wenzlick’s 
opinions. 

The forecast touches upon many 
points of interest to bankers, includ- 
ing the price trend for new and used 
homes, the outlook for commercial and 
industrial buildings, and what will 
happen to interest rates on V.A. loans 
and mortgage loans in general. 


Better Letters. . . . The author of 
‘his unusually complete booklet is the 
consultant on business correspondence 
‘o many large companies. In this prac- 
‘ical, pocket-size 64-page booklet he 
explores the subject thoroughly by 

‘ay of looking into the psychology of 
atter-writing and by giving numer- 
us examples of good and bad letters. 
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The chapter on “how a letter carpen- 
ter does his job” strikes at the heart 
of the subject with many pointers on 
how to capture attention, how to 
eliminate weak links in the chain of 
thought, how and when to stop writ- 
ing, etc. The booklet was prepared for 
mass distribution; however, sample 
copies are free and quantity orders 
may be placed with the producer. 


Poise ... for the successful busi- 
ness girl. . . . Here is a booklet that 
will be welcomed by the women em- 
ployees of any financial organization 
because of the appealing subject it 
discusses. It was written by a leading 
“personality adviser” and contains 61 
tip-packed pages on the things that 
make for charm and poise. It is ideal 
for promoting better staff relations. 
Although produced for syndication, 
sample copies are free and quantity 
orders may be placed with the pro- 
ducer. 


Keys to Etiquette . . . for the busi- 
ness girl. . . . Excellent for distribu- 
tion to the women in banks and finan- 
cial institutions. Its suggestions will 
be found a very practical aid to suc- 
cess. Its 61 pages are devoted to the 
everyday etiquette for the women in 
business life and it contains’ many 
on-the-job aids for them. Sample 
copies are free; quantities may be 
ordered from the producer. 


What Presidents Think About 
. . . Here the head of a large manu- 
facturing organization discusses the 
problem of grooming individuals to fill 
executive positions, requiring well- 
rounded abilities, in this age of in- 
tensive specialization. It is a dilemma 
confronting virtually every good-sized 


Booklets rich in timely 
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These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letlerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











business or financial institution. The 
skills of specialists are indispensable, 
yet such a background makes for a 
narrowness of viewpoint unsuitable 
for top management. The president 
not only raises the problem but sug- 
gests some possible solutions. His 
views are of interest not only to man- 
agement and personnel officers, but 
also to other individuals who are “on 
the way up.” 


Trust Booklet... A Pennsylvania 
bank employs a novel way of pro- 
moting the services of its trust depart- 
ment, in this booklet. The left-hand 
pages of the booklet discuss various 
factors that should be considered in 
choosing a trust service, such as finan- 
cial responsibility, experience, ade- 
quate facilities. The right-hand pages 
are devoted wholly to photographs 
that illustrate a few of the day-to-day 
activities of the bank’s trust depart- 
ment. The “picture is worth a thou- 
sand words” theory is thus employed 
and the reader left to judge for 
himself. A good example of a subtle 
advertising format open to numerous 
other applications for financial insti- 
tutions. 
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BURROUGHS STREAMLINED CONTROL PLAN 


@ Mechanical control of all new notes and interest, 
with a record for the borrower. 

@ Mechanical endorsement of all note payments, 
with a receipt for the borrower. 

®@ Automatic daily totals of new loans, loan payments 
and interest for fast teller balancing. 

@ Mechanical proof of all note balances. 

@ Segregation of miscellaneous items under total for 
periodic release to proof department. 

@ Elimination of pen-and-ink operations and many 
auxiliary records. 

@A simple distribution operation to provide totals 
for the General Ledger by note class. 

@A neat, accurate Liability Ledger with complete 
credit history. 

@ improved delinquency control. 

@ Greater protection through improved 
audit control. 


WHEREVER THERE’S BUSINESS THERE’S [Burroughs 
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Complete 
Mechanization 
for the 


Commercial Loan 
Teller 
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At last it is possible to mechanize all the operations of your loan t 
teller with Burroughs Streamlined Control Plan—whether recording k 
new notes, making loan disbursements, receiving loan payments, c 
handling miscellaneous business or balancing out the day’s work. t 
Consolidated records of every business transaction are machine t 
posted immediately . . . all transactions are entered on the daily k 
journal and may be totalized at any time . . . balancing becomes ( 
just a count of cash . . . accuracy is automatically enforced. t 
And this same versatile Sensimatic Accounting Machine posts an { 
improved Liability Ledger with typical speed and ease. \ 
Burroughs Streamlined Control Plan is another exaniple of a c 
I 


better banking system made possible by the versatile 


BURROUGHS SENSIMATIC ACCOUNTING MACHINE. 





Call your nearest Burroughs branch—listed in the yellow 

pages of your telephone directory—and ask for the booklet ‘ 
“Streamlined Control for the Commercial Loan Depart- i 
ment.” Burroughs Corporation, Detroit 32, Michigan. 


Burroughs Clearing House 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Agent’s Acts Binding 


May a bank, to gain the benefits 
accruing from a promissory note, 
claim an unfaithful officer as an agent 
and at the same time deny the knowl- 
edge that the officer had when the 
note was made? The District Court 
of Alaska recently refused to permit 
a bank there to take such a position. 

The head of a construction business 
was helped by the bank officer in en- 
listing a woman in a partnership. The 
purpose of the partnership was to ob- 
tain a completion bond for some con- 
struction work that was underway. 
The woman contributed capital to the 
enterprise in the form of two $5,000 
notes given to the bank. Her contribu- 
tion was made in some degree through 
the influence of the bank officer and 
with the understanding that any dis- 
bursements from the resulting fund 
would be made with the counter-signa- 
ture of that officer. 

Not only did the bank officer fail 
to sign some of the disbursement 
checks in question, but he was also 
jailed for embezzling funds from the 
bank. Nor did the head of the con- 
struction company carry out his agree- 
ment inasmuch as he charged work on 
other jobs to the partnership fund and 
failed to keep the records that he had 
agreed to keep. 

When the plaintiff bank sought 
to recover approximately $11,000 on 
three other negotiable notes executed 
in the name of the partnership by the 
construction head as a member there- 
of, the woman defendant contended 
that she was not liable on the notes 
because they were executed by her 
co-partner not only without authority, 
but pursuant to a scheme to defraud 
her devised by him and the plaintiff 
bank’s officer. She also defended on 
the ground that she was released by 
the plaintiff. 

The bank contended that these de- 
fenses were not available because it 
was a holder in due course. To this the 
defendant answered that the bank was 
not a holder in due course, and took 
the notes in bad faith with notice of 
a lack of authority on the part of the 
owner of the construction company. 

The Court noted that there was a 
split of authority on the question of 

vhether the payee of a negotiable in- 
itrument can be a holder in due course. 
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The Court said that while as a matter 
of pure logic he could not be, since 
the note was not negotiated to him 
but was simply issued; nevertheless, 
in Alaska he could be, providing the 
other requisites of the statute were 
fulfilled. However in this case, the 
Court concluded, the prerequisite of 
good faith was not fulfilled. 

“The well-established principle,” de- 
clared the court, “that the knowledge 
of the agent is the knowledge of the 
principal as to acts done by the agent 
within the scope of his authority and 
in furtherance of the principal’s busi- 
ness is of course applicable to banking 
corporations and their agents. The 
knowledge of a bank officer which will 
be imputed to the bank is knowledge 
concerning matters within the scope 
of his authority that he is under a 
duty to communicate to the bank. 

“The exception to this rule, known 
as the ‘adverse agent doctrine’, does 
not seem applicable to this case. The 
gist of this exception is that the 
knowledge of the agent will not be 
imputed to the principal if the agent 
is engaged in fraudulent activities 
which it is necessary to conceal in the 
perpetration of the fraud. ... But 
even if the adverse agent exception 
would seem to be applicable to a sit- 
uation of this kind, the sole actor qual- 
ification, . . . prohibits the application 
of the exception where, as here, only 
one agent of the bank deals with the 
third party.” 


icine Bank v. Arnold, et al, 116 F. 
Supp. 32 (1953). 
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Warehouseman’s Duties 


A District Court of Appeal in Cali- 
fornia recently held that an agreement 
to contribute to the purchase price of 
and to share in the profits of wines 
stored under a fieldwarehousing ar- 
rangement, did not permit the ware- 
housemen to ignore instructions with 
regard to delivery given to the ware- 
house by one of the parties. 

The agreement between the parties 
said, “It is mutually agreed that ware- 
house receipts for said merchandise 
shall be issued and same used as se- 
curity for the above loan and Second 
Party (plaintiff) shall be designated 
on said warehouse receipts as the 


owner of said wine.” 

The plaintiff borrowed $20,000 from 
the bank, using the warehouse receipts 
as collateral. He then paid the loan 
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Olive green finish. 
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last for years. 
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Too often, when a 
borrower wants a commercial 
loan, it looks as if you'll have 
to turn him down. If you do, 
you may be minus a customer, 
a loan and a profit. 

Many bankers have solved 
this problem by suggesting 
a field warehouse loan on 
inventory. Under this plan, 
Douglas-Guardian issues ware- 
house receipts on the borrow- 
er’s merchandise without mov- 
ing it off his premises. Result: 
Your customer gets his money— 
your bank gets the security of 
our warehouse receipts and the 
borrower's merchandise and, 
of course, you keep a customer 
plus his good will and the profit 
on his loan. 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 


NEW ORLEANS |, La., 118 North Front St. 
NEW YORK 4, N.Y., 50 Broad St. 
CHICAGO 2, III., 173 W. Madison St. 
CLEVELAND 23, Ohio, 398 E. 232 St. 
DALLAS |, Texas, Tower Petroleum Bldg. 
MEMPHIS 3, Tenn., Porter Bidg. 
SPRINGFIELD, Mo., McDaniels Bldg. 
DETROIT, Mich., Penobscot Bldg. 

and 12 other convenient nation-wide offices 





off out of other funds of his own. 
The warehouse delivered 50,000 gal- 
lons of wine to the other party to the 
agreement. It said: “In accordance 
with the instructions of plaintiff’s 
agent and/or partner.” 

The Court held that the plaintiff, 
as one contracting party, could pro- 
tect his investment by the explicit 
written provisions in the agreement 
with the other party (which the ware- 
house knew of) and by the instruc- 
tions to the warehouse. 


Friednash v. Lawrence Warehouse Co., 
263 P.2d 45 (1953). 


e @ e 


Brokerage Commission 

Under the law of Pennsylvania, ac- 
cording to the United States District 
Court, Western District, Pennsyl- 
vania, a person in Pennsylvania who 
negotiates a sale of real estate with- 
out a license cannot recover a com- 
mission. 

In the instant case the parties stip- 
ulated before trial that whether the 
defendants by their contract intended 
to sell “real estate” as distinguished 





from a “business” was a question of 
law for the Court. The plaintiff under- 
took to sell a business under an ex- 
clusive agency contract. The building 
was valued at $104,000 and it con- 
tained equipment valued at $118,000 
upon land worth only $9,000. 

After the plaintiff’s case was before 
the Court, the defendants, who were 
the sole stockholders of the business 
to be sold, moved for a verdict in their 
favor. The verdict was granted by the 
District Court and affirmed by the 
Circuit Court of Appeals. 

The commission was to be 6% of 
the total assets of the company ($423,- 
000) ; of these assets only $9,000 were 
land. The plaintiff contended that it 
was merely incidental to the sale of 
the business for $355,000 and the bro- 
kerage act did not prevent him from 
recovering the commission which he 
claimed he had earned. 

The Court said that the jury might 
have found a verdict for the plaintiff, 
except for the absence of the real es- 
tate broker’s license; that that in it- 
self, however, was enough to prevent 
the case from going to the jury. 
Schultz v. Palmer Welloct Tool Corp., 
207 F.2d 652 (1953). 


NEW HOUSING PROGRAM 


CONTINUED FROM PAGE 33 


pressed by lenders over the face-lifted 
“Fanny May” provided for in the 
companion housing bills. 

For one thing, they were inclined to 
think that truly free or flexible inter- 
est rates on F.H.A. and V.A. loans 
would virtually eliminate the need for 
a secondary source of mortgage credit. 
Typical is the following comment of 
Mr. Johnson: “The need for any cen- 
tral mortgage bank could be greatly 
diminished if interest rates on insured 
and guaranteed mortgages were al- 
lowed to find their own natural levels. 
These levels would normally vary in 
different parts of the country. Sub- 
stituting government administrators’ 
judgment for that of the market is 
economically unsound, and results in 
undue lags in making adjustments.” 

“The A.B.A. has long stated its op- 
position to the artificial support of the 
mortgage market which has character- 
ized Fanny May,” says Mr. Nims, “and 
believes the only justification for its 
continuation at all is as an emergency 
stand-by organization. One of the ar- 
guments advanced as a primary need 
for a secondary mortgage market is to 
assure the extension of mortgage 
credit to remote areas. Plans so far 
proposed do not accomplish this ob- 
jective, or alter the opinion of many 


that secondary market proposals are 
a device to further stimulate mortgage 
credit in an already inflated economy, 
and the further construction of homes 
on easy credit terms.” 

Opposition also comes from the sav- 
ings and loan organizations. Express- 
ing the viewpoint of the National 
Savings and Loan League, Executive 
Manager Harold P. Braman states: 
“Tt is not believed that a permanent 
secondary market is needed, but that 
stand-by facilities preferably of a 
private character should be created. 
For our own business, we recommend 
the use of the Federal Home Loan 
Bank System, within which a separate 
corporation could be created for the 
handling of mortgages on a secondary 
market basis.”’ Mr. Strunk of the U.S. 
Savings and Loan League says his 
organization had been hopeful that the 
secondary market proposal would fol- 
low more closely the suggestion of the 
Advisory Committee on Housing, 
which provided for the establishment 
of a privately-financed National Mort- 
gage Corporation and the liquidation 
of the present Fanny May. 

Lenders from the West, whose re- 
cent growth has made it impossible for 
local institutions to supply more than 
half of the needed funds for housing, 
tend to have a more favorable or toler- 
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ant attitude toward Fanny May. Mr. 
Bruneau, for example, asserts that the 
agency has performed a very desirable 
and necessary service in Arizona, pro- 
viding an outlet for loans that are 
considered good, but not acceptable in 
the national sales market principally 
because they are in smaller communi- 
ties below the 100,000 population mark 
often used as a criteria. He is hopeful 
that under the proper guidance, Fanny 
May as rechartered can eventually 
evolve into an institution that is en- 
tirely privately-financed and directed. 

Mr. Steffensen believes that the 
proposed changes in Fanny May, in 
lieu of creating an entirely new sec- 
ondary mortgage facility, may have 
some merit under the circumstances. 
He explains that if certain other 
phases of the’ housing legislation, 
notably Sections 220 and 221 involving 
slum clearance and long term loans for 
low cost housing, are to meet with 
success a government market of some 
type must be created, since very few 
such loans would be attractive to 
private institutions. Further, he can- 
not conceive that such loans would be 
attractive enough for a soundly oper- 
ated, privately financed secondary 
market facility. F.N.M.A. is already 
set up and staffed, he adds, and has 
the facilities to act in this capacity. 
However, Mr. Steffensen says that his 
remarks should not be construed to 
mean that he is personally in favor of 
Sections 220 and 221, or of enlarging 
the scope of F.N.M.A. 


N defense of Fanny May, Mr. Lan- 

phar contends that without this 
agency as a back-stop, the mortgage 
market would have had many more 
sinking spells than have occurred. “It 
was only when they ‘pulled the plug’ 
on F.N.M.A. that the mortgage market 
actually became demoralized,” he as- 
serts, “and as of now, it has not fully 
recovered.” He believes that the cap- 
ital of Fanny May should be in the 
nature of borrowings from the Fed- 
eral Treasury, with the Treasury be- 
ing able to hold the capital advances 
as a receivable rather than having 
them charged off as a budgetary ex- 
pense in the year advanced. “It is my 
studied opinion that F.N.M.A. can best 
serve the housing requirements of the 
nation by being continued as it is pres- 
ently constituted, but with a little 
more realistic reasoning as to the cap- 
ital funds advanced for its operation,” 
Mr. Lanphar asserts. “If it could be 
announced tomorrow that F.N.M.A. 
was back in business full tilt with 
ample fresh capital, the mortgage 
market would probably go back to 
rremium status very quickly, which 
would preclude sales to F.N.M.A.” 

Mr. Templeton notes that the pro- 
ponents of a new Fanny May have 
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THE BiG NEWS: 





Brochure, just off the press, has photos and description 
of these important developments. The new bank vault 
entrance is worthy of special consideration by any bank 
planning to build or remodel this year. In a startling 
new design, we have concealed the mechanism on the 
face of the door and completely eliminated the 
ponderous wheel. (U.S. Patent No. 146459.) 


Inquiries will receive prompt attention. 
HERRING « HALL * MARVIN SAFE COMPANY, Hamilton, Ohio 
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used, as one of their talking points, 
the necessity of furnishing funds in 
some areas where investment money 
is scarce. He believes that proper as- 
sistance by the larger banks and in- 
surance companies to financial insti- 
tutions located in the more remote 
areas could readily solve the problem, 
and at the same time avoid over- 
building in such areas. 

Considerable doubt is expressed: 
over the salability of the non-guaran- 
teed debentures Fanny May would be 
authorized to issue to private in- 
vestors, to finance its secondary mar- 
ket operations and repay the Treas- 
ury’s initial investment. 


HE salability of the debentures 

would be entirely dependent on 
the rate of‘ return that F.N.M.A. 
would be able to pay on them, in Mr. 
Steffensen’s opinion. This in turn 
would be determined by the adequacy 
of the interest rates allowed under the 
new housing program, and by future 
trends in the government bond market. 
“If interest rates remain fixed and 
inflexible as they have in _ recent 
years,” Mr. Steffensen adds, “I doubt 
very much that F.N.M.A. could pay 
its overhead, earn a reasonable re- 
turn on invested capital, and pay a 
rate that would permit the sale of its 
debentures in competition with other 
forms of competing investments.” 

Mr. Bruneau believes that salability 
of the non-guaranteed debentures 
would depend a great deal upon the 
policies of the reorganized Fanny 
May, particularly as to the types of 
loans accepted. “If it is proposed to 
accept mortgages that are not market- 
able in the normal channel of trade, 
involving such institutions as banks 
and insurance companies, it would 
seem likely that the unguaranteed 
debentures would not have general ap- 
peal since Fanny May would probably 
be looking to the same institutions to 
absorb most of the debentures,” Mr. 
Bruneau notes. 

Doubts about any _ considerable 
market for non-guaranteed debentures 
in times of a real shortage of mort- 
gage money were expressed by Mr. 
Johnson. “The government itself, or 
government guarantees, might be the 
only avenue of obtaining enough 
money when there is a real, not artifi- 
cial, shortage,” he opines. 

Mr. Lanphar believes that the 
F.N.M.A. debentures would be subject 
to the same influences as govern the 
price and demand for corporate, mu- 
nicipal, and U.S. Government deben- 
tures. 

He also touches on the proposal that 
the seller of loans to the rechartered 
Fanny May must purchase stock 
equivalent to not less than 3 per cent 
of the mortgages sold. He points out 
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that this stipulation would directly 
limit the ability of mortgage originat- 
ing organizations to dispose of their 
loans through the agency. “It is pos- 
sible to conceive of a situation, in 
times similar to those that we have 
experienced in the past couple of 
years, where a majority of the mort- 
gage originating organizations in the 
country could be placed in a position 
of being semi-permanently frozen as 
to future activities through the tying 
up of much of their working capital 


by selling loans to F.N.M.A.,” he de- 


clares. 


38. The President has termed the 
present status of the Housing and 
Home Finance Agency as unsatisfac- 
tory, and has promised to submit a re- 
organization plan, although it is not 
embodied in the housing bills as intro- 
duced. Do you have any thoughts on 
what, if any, revisions should be 
made ? 

The lenders had strong and varying 
opinions on this subject, ranging from 
general approval of the reorganization 
plan proposed by the Advisory Com- 
mittee on Housing, to decided disap- 
proval. Protests have especially come 
from savings and loan sources. 


O Mr. Bruneau, the reorganization 

plan seems soundly conceived. “It 
would eliminate from the Federal 
Housing Administration many inop- 
erative sections, simplify and stream- 
line its operation, and perhaps assist 
in getting the F.H.A. back to its fun- 
damental principles of mortgage un- 
derwriting while lessening its promo- 
tional activities,” he declares. 

Although he is in favor of less, 
rather than more, Government inter- 
vention in the housing field, Mr. Nims 
states that if the Housing and Home 
Finance Agency is to remain as a 
dominant factor in the picture, the 
plans for streamlining, consolidating 
and coordinating its activities should 
be “all to the good.” 

Most of the lenders, however, ap- 
peared to favor a more independent 
status for one or more of the agencies 
within the H.H.F.A., rather than to 
have a further centralization of con- 
trol under a single administrator. 

“IT would suggest that the F.H.A. 
and Home Loan Bank Board each be 
given more independent status,” says 
Mr. Johnson, “and that arrangements 
be made to have F.H.A. service certain 
functions such as appraising and proc- 
essing mortgage applications for the 
Veterans Administration.” 

The savings and loan league officials 
both express the hope that the reor- 
ganization plan will not have an ad- 
verse effect on the Home Loan Bank 
3oard. Mr. Strunk complains that the 
present proposal has the practical ef- 
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BRANDT COIN SORTER AND COUNTER COIN COUNTER AND PACKAGER 
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Features new ‘‘quick take-apart’’ con- chanical improvements make for 
struction permitting quick, easy access ier packaging of coins with less effort, 
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The ‘Roll Master’ should be on every desk 
in every office—it's as useful as the tele- 
phone. Saves time—saves paper—prevents 
loss of important calls, estimates, notations, 
etc. Sturdy all metal construction. Rubber 
feet prevent scratching. Top opens to hold 
memos, stamps, clips, etc. Uses standard 
3-7/16" adding machine roll. 
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DESK ORGANIZER 


“Clears the Desk for Action" 
The MAYCO "'Clear Vue" Desk Organizer should be standard 
equipment on every desk. It prevents misplacing important 
papers and helps to avoid confusion which breeds mistakes. 
Index strip labels each compartment for easy accessibility. 
Open, unobstructed dividers provide a "Clear Vue". All 
metal construction—l0” long, 8” wide, 9/2" high. 

No. 626-B Brown Hammertone Order from your stationer or 
No. 626-G Gray Hammertone § send check or M.O. direct. 
No C.O.D.'s please. Postage Prepaid. 
Satisfaction Guaranteed 
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COMMERCIAL BANK OF AUSTRALIA 
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and financial conditions in these two 
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fect of making the Board a “rubber 
stamp” of the Housing Administrator. 
Mr. Braman states that the National 
Savings and Loan League has pro- 
posed to President Eisenhower that 
the Board be made independent, in 
view of its quasi-judicial status and 
the fact that it is maintained with in- 
dustry funds, not taxpayers’ money. 

Andrew S. Roscoe, president, South 
Brooklyn Savings and Loan Associa- 
tion, Brooklyn, New York, not only 
agrees with this, but also thinks that 
the Federal Home Loan Banks should 
be vested with the responsibility of 
providing the secondary mortgage 
market which is now the function of 
the Federal National Mortgage Asso- 
ciation. He further believes that the 
Federal Savings and Loan Insurance 
Corporation should be granted inde- 
pendent status along the pattern of the 
Federal Deposit Insurance Corpora- 
tion. The Housing and Home Finance 
Agency, he points out, can continue to 
supervise activities of the Federal 
Housing Administration and the Pub- 
lic Housing Agency. 

However, Mr. Roscoe recognizes 
that residential housing requires vast 
sums of money, and calls for the inti- 
mate cooperation of all mortgage 
financing institutions if private enter- 
prise is to play a proper part. So he 
recommends the establishment of a 
central coordinating board comprised 
of the Secretary of the Treasury, 
Chairman of the Federal Reserve 
Board, Chairman of the Home Loan 
Bank Board, The Housing and Home 
Financing Administrator, Comptroller 
of the Currency, Chairman of the Fed- 
eral Deposit Insurance Corporation, 
and General Martager of the Federal 
Savings and Loan Insurance Corpora- 
tion. This central board, he explains, 
could “direct, expand and contract 
home financing within the pattern and 
status of the American economy.” Mr. 
Roscoe further recommends that the 
President be given the broadest pow- 
ers to establish housing terms and 
rates, and that this function could be 
delegated to the central board. 


R. Steffensen makes a somewhat 

similar suggestion. He empha- 
sizes that various functions of the 
Housing and Home Finance Agency 
should be separated as far as possible 
from political pressures and control, 
and questions whether this is possible 
under the present arrangement, or 
would be accomplished under the 
single administrator plan recom- 
mended by the President’s Advisory 
Committee on Housing. Mr. Steffensen 
advocates that the H.H.F.A. be admin- 
istered by a board of governors se- 
lected and appointed on staggered 
terms similar to the Board of Gov- 
ernors of the Federal Reserve System. 
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“This would have the effect of remov- 
ing to a degree the housing agencies 
from direct political pressures,” he 
contends, “and still permit appoint- 
ments to the board by the President 
with the advice and consent of the 
Senate.” 

“It is my studied opinion that any 
reorganization plan should be very 
carefully considered and cautiously 
approached,” says Mr. Lanphar, “for 
we have three separate, distinct, and 
to some extent, unrelated activities in 
the H.H.F.A. I question whether a 
consolidation of F.H.A., V.A., and 
Public Housing into one unit and un- 
der one administrator would meet the 
specific objectives of the various en- 
abling acts set up by Congress. It is 
my opinion that each of these units 
has its particular problems and that 
they must be considered separately.” 


N any reorganization plan, some of 

the activities and responsibilities 
of the H.H.F.A. should be curtailed or 
eliminated, in the opinion of Mr. 
Templeton. “I would remove this 
agency from participation in welfare 
matters,” he asserts, “and then if it 
were possible to handle the business 
matters for which it is responsible 
through its subsidiary agencies, I 
would be inclined to favor eliminating 
the H.H.F.A. In view of the large Fed- 
eral debt, I am opposed at this time 
to Federal contributions to municipali- 
ties to assist with their slum elimina- 
tion. I question the propriety of pri- 
vately endowed colleges permitting the 
Federal government to get its ‘foot 
in the door’ by means of presumably 
advantageous mortgage loans to assist 
in the building of dormitories. These 
are only two of the activities of the 
H.H.F.A., and a more complete study 
of its responsibilities and authorities 
probably would disclose other welfare 
and semi-welfare operations where at 
least some expenditure and lending of 
funds might at this time be elim- 
inated.” 


4. Do you consider feasible the plan 
to provide housing for low-income 
families, through the provision for un- 
usually long-term loans with very 
small down payments and carrying a 
high percentage of insurance? Would 
private lenders be interested in mak- 
ing such loans? 


Most lenders were agreed that the 
private market for 30- or 40-year loans 
with reduced equities would be limited. 
They also questioned the need for such 
“loose” credit at this time. 

Mr. Braman thinks that some lend- 
ers would be interested in the long 
term loans because of the fact that 
competition is becoming more intense. 
Mr. Johnson concedes that the result- 
ing carrying charge would be attrac- 
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tive, but believes that a 40-year term 
would nevertheless have a limited ap- 
peal to investors because of the small 
amounts repaid during the early years 
of the term. 

“From all the inquiries that I have 
made among the major buyers of 
F.H.A. and G.I. loans,” advises Mr. 
Bruneau, “it seems that there is a 
great reluctance to accept the 30-year 
term proposed, and without exception 
they seem to feel that the 40-year 
mortgages would have no appeal what- 
ever in the usual channels of trade.” 


T was Mr. Lanphar’s opinion, too, 

that a substantial majority of such 
mortgages would end up in Fanny 
May’s lap until they had been seasoned 
to the point of attractiveness to pri- 
vate institutional investors. “It is nat- 
ural to believe that the mortgage loans 
to the low-income families would re- 
sult in a higher percentage of delin- 
quencies and more expense in collec- 
tion,” he points out. 

While he is sympathetic with the 
need for adequate shelter for low-in- 
come families, Mr. Nims believes that 
solving the problem is a social welfare 
objective and not a banking function. 
“It is difficult to see how the proposal 
for unusually long-term F.H.A. loans, 
with little or no down payments, is the 
solution,” he asserts. “Such loans can- 
not be sound financing, and they would 
subject the F.H.A. to political influ- 
ences. If the F.H.A. is to continue as 
a sound insuring agency, it should not 
be charged with underwriting social 
reform projects. If private lenders 
purchase such loans, their attraction 
could only be based on the protection 
of F.H.A. insurance, not on the se- 
curity of the loans themselves, which 
is not good policy.” 

The housing bills themselves defi- 
nitely limit the application of 40-year 
loans, as Mr. Jones points out. They 
are restricted to low income families 
that have been displaced by slum clear- 
ance, highway developments, and other 
such projects. 

Even so, Mr. Jones questions wheth- 
er this is the time for such an extreme 
expansion of housing credit. “We 
should think in terms of conserving 
lending power for a time when it 
might be needed much more than at 
present,” he asserts. “I also think that 
such loans would not be attractive to 
investors in competition with other 
types of loans that are available. To 
make them marketable undoubtedly 
would require some government 
agency to purchase the loans, which 
is contrary to the announced objective 
of the present Administration to have 
less and less government in business.” 

Mr. Templeton is opposed to un- 
usually long term loans with very 
small down payments, even though 





they carry a high percentage of insur- 
ance, because he believes they encour- 
age higher housing costs. “Every time 
the housing market slows down,” he 
observes, “someone gives it new shot 
of loose credit so that those engaged 
in the home building business can con- 
tinue building houses.”’ He objects that 
no question is ever raised in Congress 
as to what a house should cost. 


5. Are you in accord with the pro- 
posal that permissible terms on exist- 
ing homes be liberalized to the extent 
that they are comparable to those 
available for new housing ? 


This question created a definite 
schism of pro and con viewpoints 
among the lenders. 

In coming out “very definitely” in 
favor of the proposal, Mr. Lanphar 
points out that in the case of an exist- 
ing home, the character of the neigh- 
borhood has been fully established, the 
improvements are in, the property has 
been landscaped, fenced, a garage has 
been erected, and a side drive installed. 
As a result, he contends, there is more 
possibility that the buyer will be able 
to make his payments without inter- 
ruption than in the case of new con- 
struction where the borrower has to 
burden himself with additional pay- 
ments for comparable improvements 
and extras. 

The proposal also makes sense to 
Mr. Bruneau, bearing in mind that the 
F.H.A. under its evaluation system 
would adjust the term in relation to 
the overall economic life of the resi- 
dence. “This proposal would stimulate 
to a great extent the house trade-in 
idea, and would likely stimulate sales 
of both new and existing structures,” 
he maintains. 

Mr. Johnson likewise concurs, for he 
believes that lenders will use prudent 
judgment in making loans within the 
allowable terms. 

On the contrary, Mr. Steffensen does 
not consider the idea of granting the 
same financing terms for existing 
homes as on new homes to be com- 
patible with recognized lending prac- 
tices. “The age, location, condition, 
and architecture of an existing home 
should determine the term of the loan 
and the amount of down payment to 
be required,” he asserts. “I believe 
that the present procedure of F.H.A. 
in granting a slightly larger loan and 
longer term for new houses built un- 
der F.H.A. specifications and super- 
vision has considerable merit and 
should be preserved. The new proposal 
would result in inflating the values of 
existing older houses, and would add 
nothing to our present inventory of 
housing.” 

Also on the negative side, Mr. Nims 
points out that F.H.A. was originally 
developed for the purpose of assisting 
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in the ownership of new homes, and 
the basis. of risk it assumes requires 
reasonable amortization of new mate- 
rial. “The risk is greatly increased 
when the same terms are extended to 
old construction,” he objects. “The 
very purpose and benefits of amortiza- 
tion would be defeated if long-term 
loans were permitted on old construc- 
tion.” 


6. Do you concur that the terms and 
maximum amounts on F.H.A. Title I 
loans should be increased ? 

Here again, there was a decided 
mixture of pro and con opinion. 

Typifying the affirmative viewpoint, 
Mr. Lanphar maintains that many 
home improvements which would 
otherwise be made are deferred or not 
made, due to the high payments re- 
quired under existing terms. “Any- 
thing to reduce the monthly payments 
required will definitely increase the 
desirability of making alterations and 
repairs,” he says, “and will result in 
the homes of the nation being main- 
tained in better condition.” 

Mr. Ray points out that increasing 
the terms and maximum amounts of 
Title I loans will also assist in solving 
the problem for minority groups. 


N opposing the idea, Mr. Templeton 

asserts that home modernization 
has been a great field for excess cost 
operators, who have encouraged the as- 
sumption of debt far beyond the abil- 
ity of the home owner to service. Ex- 
tension of terms and amounts on Title 
I will, he fears, merely encourage a 
further increase in such practices. 

Mr. Nims likewise thinks that three 
years is a long enough term for repair 
and improvement loans. “If longer 
loans and larger amounts are re- 
quired,” he adds, “they should be se- 
cured by mortgage.” 


7. What, if anything, do you think 
should be done to encourage the pro- 
duction and financing of housing for 
minority groups, as urged by Presi- 
dent Eisenhower? 

Most of the respondents in reply to 
this question pointed to the strides al- 
ready made in this direction, and at 
the same time offered concrete sug- 
gestions as to what can be done to en- 
large those strides. 

Mr. Ray reported that his associa- 
tion’s percentages of loans for home 
purchase by minority groups has in- 
creased year by year, an experience 
that he felt was no different from that 
of many other loaning institutions. 

A very practical suggestion to ob- 
tain ample financing for F.H.A. mort- 
gages on older existing houses, he said, 
would be to permit a service charge of 
some modest amount on loans up to 
£10,000 granted on existing houses. 
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This added service charge would offset 
the differential between the granting 
or purchasing of a loan on a new house 
in a new area, to a loan on an existing 
house in an older area. Mr. Ray said 
that if such a differential were allowed 
under F.H.A. mortgages, he believed 
there would be ample financing for 
such loans, thus materially helping 
minority groups to acquire homes. 
Reports consistently come to his 
mortgage. firm, Mr. Lanphar said, 
which tell of the practice of V.A. and 
F.H.A. appraisers rating down proper- 
ties to be occupied by minority groups. 
Much could be accomplished by a di- 





rective, Mr. Lanphar added, such as 
he understood has already been issued 
by Housing and Home Administrator 
Albert M. Cole, specifying that there 
be no discrimination in the approach 
to the issuance of commitments for 
insurance or guaranty on homes to be 
occupied by minority groups. 

“Very little else needs to be done, 
in my opinion,” Mr. Lanphar con- 
cluded, “to encourage the production 
of new homes, the selling of older ones, 
and the financing of both, for minority 
groups, than to get the insuring 
agencies to forget differences between 
population groups. 


PUBLIC RELATIONS PROGRAM 


CONTINUED FROM PAGE 40 

one who thinks it is easy to explain 
industry, business, finance and gov- 
ernment in simple, interesting terms 
has never tried it. Working out each 
talk takes me many hours of study 
and detailed thought. Thus far it cer- 
tainly has been worth it. Our people 
have listened attentively. and the ques- 
tions and discussion from the floor 
have increased steadily in quantity 
and quality. 

Once the business is completed, we 
settle down to a social evening—after 
drawing the window curtains lest our 
fellow townsmen get the idea we are 
too frivolous for good bankers. A buf- 
fet supper is spread on the marble 
counter by a local caterer and every- 
one lines up for his helping. The meal 
is eaten on convenient desks. Then the 
lobby is cleared, dance music is played 
on the amplifying system, and every- 
body dances. 


S is true of most ventures in the 
field of personal relations, it is 
difficult to measure the results or even 
to prove beyond all doubt that there 
are any results. However, we have suf- 
ficient circumstantial evidence to con- 
vince us that the results are tangible 
and worthwhile. For instance, one eve- 
ning’s talk mentioned rather incident- 
ally the advantages of addressing 
customers by name whenever possible. 
Since then, a dozen or more customers 
have mentioned how friendly our tell- 
ers are, and in my travels through the 
bank I have noticed a great increase 
in the use of customers’ names at the 
windows. It stands to reason that if 
a relatively minor point registered so 
solidly, many of the even more im- 
portant points must have landed with 
comparable impact. 
As our bank follows through on this 
program of economic education, we 
certainly expect that our staff mem- 


bers will gain in understanding of the 
interdependence of employers, em- 
ployees, and the customers from whom 
both groups derive a living. The more 
this knowledge is spread among us, 
the sounder will be our own reactions 
to our economic and political sur- 
roundings, and the more cordially will 
we deal with the public to serve. 


ERY recently we have found an- 

other small device for making our 
bank a more pleasant institution to 
do business with. This is a new form 
of “emergency” check-book devised 
for a man’s coat pocket or a woman’s 
handbag. A check printer in our gen- 
eral area not long ago devised for this 
purpose a small packet of one-up 
checks, complete with stub and leather 
binder to fold to about one-third the 
length of the check. We believe we 
have improved on this by cutting its 
bulk, discarding the stub, and binding 
five checks in a cardboard folder that 
looks like a medium-size matchbook. 
Inside the “match” cover is a ruled 
space for noting date, payee, and 
amount of each check, for eventual 
transfer of these notations to the de- 
positor’s permanent check book. These 
folders are very new with us, but al- 
ready a brisk demand has grown up. 
They cost us very little more than 
checks in conventional pocket size 
binders, which always have been too 
big for most pockets. 

The most recent development in our 
program is on a larger scale, and we 
expect it to prove a very important 
part of our over-all approach to 
friendlier relations between our staff 
and customers. This is a brand-new 
profit sharing plan that we have 
adopted after government approval of 
its provisions. We took quite a while 
making up our minds that after pro- 
vision for necessary expenses, requi- 
site reserves and surplus, and a fair 
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return to stockholders, employees are 
morally entitled to share liberally in 
the earnings of the institution. Also, 
we suspect that when employees know 
they will receive such a share, there 
will be larger total earnings to share 
in. So we have installed profit-sharing 
on a contractual basis, and are confi- 
dent that its essential fairness will 
make it better for the stockholders as 
well as for the employees. Employees 
who thus unavoidably are reminded 
of the direct relationship between 
their individual attitudes and their 
annual incomes, are bound to make 
ours a more friendly, pleasant bank 
to deal with. 


BANK 
BOOKKEEPING 


CONTINUED FROM PAGE 35 


and one supervisor in charge. 

As the items are processed at the 
control desk, they are placed in the 
rack shown in the illustration of the 
control desk on page 34. This rack is 
divided into slots for the various book- 
keeping units. Then, as work’“is ready 
for the various units, 
flipped and a signal light flashes the 
bookkeeping section, giving the infor- 
mation to unit supervisors. 

In describing the flow of work as it 
moves from the control desk to the 
main bookkeeping section, and espe- 
cially through that section, we should 
include a word about the nature of our 
bookkeeping plan. We use dual posting 
on the fully-deferred plan. Also, we 
cycle our statements to individual cus- 
tomers but mail statements to com- 
mercial customers on the first of the 
month. 

Work from the control desk goes to 
the bookkeeping unit supervisors. The 
supervisor sorts it into individual and 
commercial account batches. Then, it 


is sorted to the separate bookkeepers | 


under her supervision, using a special 
sorting card developed in the depart- 
ment. One side of the card carries an 
alphabetical breakdown for individual 
accounts and the other side a break- 


down for company accounts. This has | 


proved to be an effective time-saver. 


The work then goes to the indicated 


bookkeepers, where the items are fine 
sorted, checked for signatures, dates 
and stop payments. Items which are 
to be list posted are turned over to 
the listing section where they are 
listed and proved on adding machines. 
All items are then posted and proved, 
individual accounts in one run, com- 
pany accounts in another. 


March, 1954 


a switch is | 





Complete Correspondent 


ees. 


Service in Michigan 


With banking offices strategically 
located in Detroit, Highland Park, 
Dearborn, Grosse Pointe Woods and 
Van Dyke, Manufacturers National 
Bank offers prompt, careful handling of 
your correspondent needs in Michigan. 


© ou 


Manufacturers Nati 


OF DETROIT 
Detroit 31, Michigan 





Bank 





Member Federal Deposit Insurance Corporation 




















CHANGEABLE BANK 
NAME PLATES 


both letter 
and embossed card styles 





SMOKING: ROOM 





Also interior electric signs, cork-back 
bulletin boards, changeable letter bul- 
letin and directory boards. 


Send for special 12 page catalog 
covering banking items. 


Acme Bulletin Company 


37 East 12th Street 
New York 3, New York 


Which File 
of Papers 
Is Yours? 





Banish forever soft folders, loose filing 
and lost and mislaid papers. ACCOBIND 
—using ACCO fasteners of soft, pliable 
steel and ACCO folders and binders of 
fine genuine pressboard. 
Simply punch your papers with a stand- 
ard two hole punch, place them over the 
prongs of an ACCO fastener in an ACCO 
folder and you have filing at its finest. You 
have neatness, accessibility and, first and 
foremost, security. Remember...AN ACCO 
BOUND PAPER IS A SAFE PAPER, 
ACCOBIND folders 
ACCOPRESS binders 


PIN-PRONG binders 
(for marginal multiple punched forms) 
ACCO punches 
and other filing supplies 


ACCO 


PRODUCTS, Ine. 
Ogdensburg, New York 


In Canada: ACCO Canadian Co., Ltd., Toronto 














85 














It will be noted in the floor plan on 
page 35 that the bookkeeping depart- 
ment is divided into two sections, A-L 
and M-Z, with the listing section in 
between. This has given us what, we 
believe, is an especially compact and 
efficient arrangement. As _ another 
time-saver, we have placed cards on 
all bookkeepers’ desks _ identifying 
them with the accounts handled. 


TILL other ideas were worked out 
for the banks and bankers and 
pay-by-check departments. In banks 
and bankers we formerly used a type- 
writer-accounting machine to provide 
for description of items. Today we use 
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standard bookkeeping machines with 
special character keys to describe un- 
usual entries, a much simpler and 
faster operation. This represents a de- 
velopment that we understand is being 
adopted by many other banks. In pay- 
by-check we also use standard ma- 
chines, handling accounts by number 
instead of name. 

Items still move ahead on a forward 
line as they go to the microfilm depart- 
ment, to the check files, to the state- 
ment mailing department and even to 
the point where statement stubs pass 
on into the analysis department. 

Of equal importance to the smooth- 
er work-flow and the greater efficiency 
that we have developed in our opera- 
tion was the matter of establishing 
pleasant working conditions for the 
members of our staff. Clean, comfort- 
able, attractive quarters, well-lighted 
and well-ventilated, were a major ob- 
jective. This is in line with our firm 
belief that the handling of people is 
one of the biggest factors in good 
operations. 





Some idea of the results of the mod- 
ernization phase of our program can 
be obtained from the pictures accom- 
panying this article. New equipment 
and furnishings were installed. Gray 
desks were selected to blend with the 
bookkeeping equipment. Hunter-tone 
green and reed yellow walls were set 
off by chartreuse and beige draperies. 
Broad venetian blinds and a light- 
toned rubber tile floor were installed. 
The ceiling was lowered and sound- 
proofed. A completely new lounge was 
furnished for the women and the 
bank’s dining room was thoroughly 
modernized. And, for a final touch, 
wired music was brought in. 


HE overall results from both 

phases of the program have ex- 
ceeded our expectations. Attendance 
records have improved, there has been 
a reduction in turnover, and we have 
had greater accuracy and overtime has 
been cut down. For a department 
staffed with 84 women and 20 men, 
these are important considerations. 


Mh. CLUTCHBILL 


CONTINUED FROM PAGE 41 
some strange bird on the fly.” 

“Go to it!” nodded President Per- 
kins, till his eye glasses shook. 

“All right! I’ll post a notice in one 
of our great metropolitan dailies. We 
might catch something.” The old di- 
rector gave his grey goatee a twist as 
though turning it to the battle notch. 
“T wonder what it will be.” 

“It'll have to be a human blue 
heron,” predicted Mr. Spearhawk, 
looking around for his hat. 


N the following Sunday issue of a 

great daily an innocent little notice 
appeared: 

“Fancy ducking grounds and hunt- 
ing chalet for sale at bargain. Ancient 
home of Abniquoi Indians on Fountain 
Bay, Lake Champlain . . . ducks, geese, 
sturgeon, heavy black bass. Don’t 
write ... come! First applicant wins. 
Ferndale National Bank, Ferndale, 
v. 

A bell rang almost instantly; in 
fact, in three days. It was Mr. Clutch- 
bill’s bell. Leaving his breakfast cup 
of coffee, the old director picked up 
his home telephone. Cashier John At- 
wood’s voice came over the wire. 

“A feller has showed up on your 
ad,” sneaked cautiously through the 
receiver. 

“Lock the door,” ordered the old 
director, instantly dropping the phone. 

Coffeeless, Mr. Clutchbill hastened 
to the bank, but slowed his stride to 


a catty trading crawl as he entered the 
front office. One look and he was al- 
most overcome with astonishment, for 
sitting in a chair was a long elderly 
individual as close to a blue heron as 
the old director had ever seen in 
nature. 

After Mr. Zadock Waldon intro- 
duced himself, the old director sat 
down beside the caller robed in an 
Earl of Donegal jacket. 

“You have a duck marsh?” came 
from the top of the visitor’s tall, thin 
frame. 

“One full of history and wildlife,” 
nodded Mr. Clutchbill, as though re- 
gretting he wasn’t keeping the marsh 
himself. 

“How much?” 

“Three thousand,” said Mr. Clutch- 
bill, lifting the price $1,000 above the 
secured note as somewhere to start. 

The lid of one of the visitor’s eyes 
quit working as though in pain. 

It was a new trading trick, and it 
fascinated Mr. Clutchbill. Then the 
somnolent eye lid began to move 
slightly. Once it flickered and shut 
down again. Once it almost opened. 

The old director watched it-anxious- 
ly for signs of financial enthusiasm. 

After a moment of trying indecision 
the lid moved up, and Mr. Clutchbill 
found himself looking into two per- 
fectly good, strong, brilliant blue eyes. 

“T might look at it,” said Mr. Zadock 
Waldon now in full bloom. “I am—eh 
—sort of an amateur naturalist; I 
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don’t shoot ducks . . . I like to look 
at them, and the ancestral lands of 
our aboriginies.” 

The old director studied the tail- 
end of his caller’s remark while laying 
a hand lightly on his goatee. 

“T will order the bank’s limousine, 
It is quite a ride... . we can make a 
day of it.” 

“T have a car,” explained Mr. Wal- 
don. 

“Then if you will wait here a few 
moments I will return prepared to 
depart.” 

Mr. Clutchbill didn’t go to his house. 
He sidled round the post office corner 
to Nelt Udall’s watch-tinker’s shop, a 
place so crowded with quaint objects 
of the hunting field that Nelt had been 
crowded into one corner. 

“Nelt,” greeted Mr. Clutchbill, 
climbing hurriedly over the doorsill, 
“Have you still got some bear’s teeth? 
Seems as though I saw some here 
once.” 

“Em-m, yes, I think so. Must be 
some left of those Herb Smalley got 
from Utah.” 

Nelt laid down a watch with a 
jiggling outraged mainspring, stepped 
under a set of deer’s antlers, and 
leaned over a stuffed beaver. Pawing 
darkly, he came out with a little 
wooden dish. 

“E-yeah, here’s three.” 


HE old director bent over the dish. 
“Where'd these come from?” 

“Them arrowheads? Herb got ’em 
from Utah, too.” 

“That’s a fancy bright one,” burst 
out Mr. Clutchbill, pawing with a 
finger, trembling with surprise. 

“Yeah, most unusual.” 

“T’ll take ’em all.” 

“Hm-m, well, they’re mighty rare 
-.. seven dollars.” 

“You think these things are gen- 
uine, Nelt? I’m liable to get into 
considerable trouble if they aren’t... 
maybe lose $2,000. I’m meddling with 
a genuine naturalist.” 

“Herb claims they are genuine 
specimens sent on to him by his uncle 
who went out to Gunspring, Utah, 
sixty years ago. Those bear’s teeth 
came from an Indian necklace, so he 
said.” 

“TI hope so, but Herb isn’t any more 
reliable than a bow-legged crow. If 
you hear of me being in jail up-state, 
I’ll want you for a witness.” 

Back at the bank the old director 
gathered in his customer, and they 
hummed northward in a small foreign- 
looking car that cleaned up the 104 
miles in two and a half hours. When 
Mr. Zadock Waldon set the brake they 
were on a low bank down which 
dropped a flight of rustic stairs to a 
boat livery. Behind them on a rocky 
ridge was a line of small cottages 
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marking the summer colony of pros- 
perous Ferndale village citizens whose 
ancestors had planted the settlement 
sixty years ago, thus revealing how 
the Ferndale National came to hold a 
mortgage on a duck swamp belonging 
to one of the colony’s descendants. 

A sheet of eye-music spread from 
the visiting car. Eight miles across a 
blue bay a faint long line marked the 
Dominion of Canada. To the left mil- 
lions of green whiskers revealed a 
vast spread of bullrush-grown shore 
line. In its first area slept the bank’s 
mortgage on some forty acres of 
watery pools, ducks, blue herons, mud 
hens and turtles sleeping on logs. 

No troublesome breeze from the 
Canadian “Crown Lands” fretted the 
water as the two men descended to the 
boat landing and engaged an entire rig 
of boatman, boat and outboard motor. 

“We want to go up Mud Hen Creek 
to Mose Wiggins’ cabin,” stated Mr. 
Clutchbill, crawling onto the middle 
thwart of the skiff. 

When the old director’s customer 
had been mounted like an ensign staff 
in the bow, the boatman began spin- 
ning the motor with a cord. 

After a prolonged struggle, the 
motor came to life and the skiff skated 
along a half mile of rushes, rounded 
a stake topped by a sentinel kingfisher 
in a blue tail coat, then with nose in 
air like a swimming rat boiled up a 
creek fringed with magenta spikes of 
pickerel weed and water lilies. 

Suddenly eight ducks tore off a 
hidden pool, formed a tandem and 
streaked over the rush-tops, their 
wings humming like windmills. 

Zadock Woldon raised a four-power 
opera glass. ““Whistlers . . . American 
Gold Eye,” he yelped happily. “I love 
to watch their wild, swift headlong 
plunge.” 

“Oh, this marsh is full of them... 
thousands,” tossed off Mr. Clutchbill 
lightly. 

The boat headed now for a line of 
low water maples where a weather- 
beaten cabin lifted itself on six-foot 
piles. 

“Here we are!” said the old director 
in a gay and hopeful voice. 

When the boat rested her chin 
thankfully amongst gnarled roots on a 
‘narrow strand of soil, Mr. Clutchbill’s 
customer sat immovable looking at 
the tree trunks and stakes on which 
the cabin rested. For three feet up 
the tree trunks and the stakes there 
was the pale, scoured evidence that the 
lake had given them a _ thorough 
scrubbing for many days on end. 

“This place is under water half the 
year,” declared Zadock, and Mr. 
Clutchbill could see him all ready to 
shake his head. 

“Only a few days in Spring,” en- 
couraged the old director, crawling 
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over everybody to be first out on the 
strand. “Better get out and look 
around. This is a fascinating place to 
explore ... all firm land—the cows 
have a path out here from the main- 
land.” 

Zadock Waldon looked to see where 
he would place his feet. Instantly he 
froze, his neck arched like a blue 
heron. He scrambled out and made 
three grabs. 
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“Look! bear’s teeth!” he wheezed. 

“Hm-ph, drilled at the top. Probably 
from some old Algonquin necklace,” 
nodded Mr. Clutchbill, wistfully as 
though he had long been a member 
of the tribe. 

While his customer strained for 
more teeth along the strand the old 
director wandered off alone along a 
little cow path, and he was mighty 
careful not to leave one of his own 
hoof prints there. 

Coming back ten minutes later he 
found Zadock Waldon humped up over 
a puddle of mixed sand and gravel on 
the creek margin. 

“Did you realize there are flint and 
quartz flakes chipped from arrow- 
heads here?” burst out his customer. 

“I am not surprised to learn it,” 
confessed Mr. Clutchbill, bending 
down and mounting his spectacles. 
“This little dry point in the marsh 
must have been a favorite landing 
place for the Indians. They were 
spread all over this delta where the 
river enters the lake. There are prob- 
ably skeletons and all kinds of Indian 
tools two inches under this soil.” 

“IT might make a_ surface-find,” 
ejaculated Zadock, hopping up and be- 
ginning to search the bared soil of the 
cow path back among the trees. 


R. Clutchbill followed at a distance 
as though politely offering his 
guest a first chance for a find. 

Some ten yards along the path the 
old director saw Zadock suddenly stoop 
and pick up an object which he in- 
stantly popped into his pocket with a 
sly look behind him. Twice more he 
did this before burning his excited 
eyes over a dark broadening of the cow 
path. Abruptly he slunk forward like a 
pointer dog. 

Mr. Clutchbill crept closer. Sudden- 
ly he heard a surprised low outcry. 


“Find something?” asked Mr. 
Clutchbill curiously. 

Zadock Waldon couldn’t resist. 
“Look at... at that!” 


The old director gazed at a spar- 
kling object pinched in his customer’s 
fingers. 

“That, sir,” exclaimed Zadock, “is 
a rare find. It is a diamond-clear 
quartz arrowhead fit for the British 
Museum.” 

“Well, I declare!” gasped the old 
director, as though surprised at him- 
self for planting in his early walk so 
valuable a relic from Utah. 

Finding nothing more, Zadock Wal- 
don slunk rapidly back along the 
strand, flushing from a tree stump a 
brown-colored bittern who needed only 
a pair of spectacles riding on his long 
beak to proclaim him mayor of the 
marsh. 

Once all hands were aboard the skiff 
straining with foaming chin for the 
mainland, Zadock Waldon sat with his 
own chin lifted in calculation and 
eagerness to reach his car. 

“You said $3,000?” he mentioned 
with a leaning ear after he and Mr. 
Clutchbill had shinned up the rustic 
stairs from the boat landing and 
gained the parked car. 

“Well, there is a small item of inter- 
est,” hesitated the old director, recall- 
ing the $7 he’d paid Nelt Udall for 
three bears’ teeth and arrowheads. 
“Could you manage $3,007, if I got 
the deed to this rare property into 
your hands when we reach the bank? 
Remember, Mr. Waldon, here is a 
primeval spot that has never seen a 
tourist ... it is just as God made it.” 

Zadock Waldon’s hand = strayed 
doubtfully to his nose, then his adven- 
ture-loving eyes lighted. 

“Oh, I shan’t hang out on $7,” he 
piped as his pen hit the paper. 
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finally be exhausted, since they are 
likely to try only once. 

The number of loans actually made, 
in relation to the number of appli- 
cants approved, cannot at this moment 
be stated in a definite percentage that 
will be meaningful, because we have 
made some little refinements in our 
methods that are improving the re- 
sults. As a generalization, we will 
average out better than one-third of 
the “worthies.” 

It is probably better to look at it 
another way, and that is to say that 
in the more normal month of Novem- 
ber, 1953, when we scheduled five bor- 


row-by-mail ads, the number of new 
people we brought into the bank 
through this method was more than 
15 per cent of new people coming in 
through all other devices. We think 
that is a significant showing. 

When we set out on a program, we 
usually attempt to hit our objective 
from several directions. We support 
newspaper advertising, for example, 
with fairly active direct mail cam- 
paigns. Thus a comparable borrow- 
by-mail theme with application form 
comprises a promotion piece which 
folds into a self-addressed, postage- 
paid business reply envelope. This has 
been used actively and successfully. 
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